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Home Reports Small 
Increase In Assets; 
Underwriting Loss 


June 30 Assets for Two Companies 
$532,775,956, Up $2,000,000; 


Small Decline in Surplus 
BLACK REPORTS ON RESULTS 


Underwriting Loss of $10,491,919 
Reflects Adverse Trend; Higher 
Rates Are Needed 


The Home Insurance Co. and Home 
Indemnity of New York have issued a 
semi-annual report showing that on a 
consolidated basis assets for the first six 
months were up slightly, surplus to pol- 
icyholders declined $2,750,000 and_ the 
companies suffered an underwriting loss 
of $10,491,919 against an underwriting 
loss of $5,406,947 for the same period of 
1956. Consolidated assets on June 30 were 
$532,775,956 against $530,599,841 on De- 
cember 31, 1956, and policyholders’ sur- 
plus was $240,942,618 June 30, 1957, com- 
pared with $243,700,483 at the close of 
1956. 


Premiums and Losses 


Premiums earned by the two compa- 
nies in the first half of this year 
amounted to $114,172,469 which compares 
with $114,147,441 for the same six 
months of last year. Losses were $76,- 
101,825 against $68,516,106 and underwrit- 
ing expenses for the two periods were 
$48,562,563 and $51,038,282 respectively. 
Income from investments this year was 
$6,917.997 and profit from sales of securi- 
ties $3,568,213. Both were higher than 
in 1956. Unearned premiums were $210,- 
558,693 on June 30 against $208,249,460 a 
year ago. 

For the Home Insurance Co. itself the 
report of President Kenneth E. Black 
shows June 30 assets of $483,037.604, a 
decline of about $1,000,000 from Decem- 
ber 31, 1956. The Home Indemnity re- 
ports assets of $69,566,593 against $68,- 
369,764. Home Insurance Co. earned 
premiums were $94,175,524 for the six 
months against $95,967,167 for the first 
half of 1956. There was an underwriting 
loss of $7,927,989 against $3,848,265. The 
Home Indemnity had earned premiums 
of $19,996,945 compared with $18,180,274 
and an underwriting loss of $2,563,930 
against $1,558,682 a year ago. 

The Home shows a reserve for losses 
and expenses of $43,354,704 against $39,- 
826,429 December 31 and the Home In- 
demnity $25,898,498 compared with $24,- 
551,730. 

In his report Black 


President com- 


(Continued on Page 29) 
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EXTRA INCOME FOR YOU 


from 


EXTRA EXPENSE INSURANCE 


Banks, newspapers, dairies, 
laundries, dry cleaners and other 
firms can ill afford to turn away 
Customers, even in an _ emer- 
gency. Temporary stoppage in 
service may mean permanent 
loss of customers. 


Extra expense insurance may 
be the answer to complete pro- 
tection. In the event of loss, it 
pays the difference between nor- 
mal operating costs and the 
considerably higher charges 
usually incurred in emergency 


A firm friend 
of the 
American Agency “SRM 
System ey \ 
ae 


operations. Rental of temporary 
quarters and equipment, extra 
utilities, additional advertising, 
increased or overtime labor are 
just some of the major items 
that could be involved. 


Extra expense insurance may 
be a necessity for some of your 
clients. Use it also as a “door 
opener” to reach new clients. 
Ask your L & L field man to 
help you capitalize on this ex- 
cellent premium builder. 


LONDON & LANCASHIRE GROUP 
— 


e—e— «THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
MPP, SAFEGUARD INSURANCE COMPANY 

STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 

20 Trinity Street, Hartford, Connecticut 

NEW YORK 


e CHICAGO e SAN FRANCISCO 
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* MODEL GROUP 


: LIFE PLAN OFFERS UP 
x, 10 $20,000 or *40,000 


of group life insurance 
for 10 LIVES or MORE" 


YES—now you can offer 
small and medium size firms 
group life maximums that are 
“realistic” . . . maximums _ that 
make it possible for you to pose 
the question “Are you getting 
maximum employee incentive 
out of your group program?” Let 
MODEL GROUP with modernized 
maximums help you to new sales 
volume in the group life field. 


*in states where permitted 


THE 


FOUNDED 1850 
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TATES 
IFE 


INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


BROKERAGE SPECIALISTS 
“Your best friend—in any case” 
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Agency Department 

United States Life Ins. Co. 

84 William St., N. Y. C. 

Let’s move ahead together. Send me 
information about the Company and 
facts on [ Life [ A&H [L Group. 
(— Lam interested in a General Agency. 


Name. 





Address 
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John Hancock Names 
Lutnicki To Head 
Group Operations 


Associated With ‘Company’s Law 
Department, He Is Widely Known 
for Industry Activities 


GROUP TOTALS $6 BILLION 


Vice Presidents Green, Peters; 
2nd Vice Presidents Funk, Rogers, 
Weaver Named Assistants 


The appointment of Vicé 
Victor A. Lutnicki as execu 
tive officer in charge of the entire Group 
insurance Hancock 
Mutual member of the 
company’s executive committee has been 
announced by President Byron K. Elliott 
with Mr. Lutnicki in the 
direction of the Group department. will 
be Vice 


Boston 


President 


operation of 
Life 


John 


and as a 


\ssociated 
Presidents Edward A. Green, 
Philip H. Peters, and Second Vice Presi 
dents Ward L. Funk, Arthur C 
and Arthur G. Weaver. Vice 
Peters heads up and 
Vice 


underwriting. 


Rogers 
President 
and 


sales service 


President Green is in charge of 
The John Hancock’s Group insurance 
in force totals more than $6 billion and 
includes some of the largest Group cases 
in the country, as well as extensive de 
velopment in the small Group field 


Lutnicki’s Career 


Mr. Lutnicki joined the John Hancock 
as associate counsel in 1946 shortly after 
Pacific as 
S. Naval 
been vice president 
and general solicitor since March, 1956 
counsel to Ameri- 
1938 to 1942 


associated with the 


his return from service in tl 
a lieutenant commander in U 
and 


Aviation, has 


He served as assistant 
can Life Convention from 

Although directly 
company’s law department, Mr. Lutnicki 
obtained broad experience in insuranc< 
operations as a member of various com 
pany committees and as a participant in 
a number of its business programs. H¢ 
has served as a member of the Group 
selection committee since its creation by 
the board of directors and as a member 
of the committee that 
introduced the company’s recently 
launched individual accident and health 
program. He has been particularly close 
to the company’s Group insurance oper- 
ations and has represented that depart- 
ment on numerous industry committees. 
Currently he is serving as a member of 
an advisory group to a committee of the 
National Association of Insurance Com 
missioners that is drafting a code ol 
ethical practices applicable to the han 
dling of Union-Management welfare and 
pension plans. He recently appeared as 
one of three representatives of the in- 
dustry before a Congressional committee 
studying this same area. 


developed and 


(Continued on Page 6) 
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PERFECT PROSPECTS for 45TNA LIFEH'S 
LEVEL PREMIUM SPLIT-DOLLAR PLAN 


They are Terry Barnhart . . . president of a thriving corporation . . . 
and his key employees. Each has problems with a common solution. 


Barnhart's problem: to keep his ambitious key people by 
compensating them adequately without undue strain on the business. 


His key employees’ problem: to carry an adequate personal 
life insurance program in the face of high living costs and heavy taxes. | 


Atna Life's Level Premium Split-Dollar Plan helps to solve both 
of these problems at surprisingly low cost by taking advantage of a 
favorable ruling under the 1954 Internal Revenue Code. 






















You, Mr. General Insurance Man, undoubtedly know of businesses 
with situations like this. Check your files . . . and then call 
your nearest tna Life General Agency. They are ready to 
demonstrate how this Atna Life plan can help your clients. You 
benefit, too — from this EXTRA SERVICE — through 


large life insurance sales. 


SERVICE TO GENERAL INSURANCE MEN 


Attna Life’s Level Premium Split-Dollar Plan 

was originally announced and described in our 
publication “Compass”. This monthly bulletin points out 
unusual opportunities like this for building commissions 
and for « ting client relationships. To 

receive your copy regularly write: “Compass,” 

Atna Life Insurance Company, Hartford 15, Conn. 


AETNA LIFE 


INSURANCE COMPANY 





Affiliates: A€tna Casualty and Surety Company 


Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 
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Connecticut Mutual Leaders Round Table 
Features Of Leaders Round Table 


Won't Yield to Competitive Pressures, 
President Zimmerman Tells Leaders 


Connecticut Mutual “will not yield to 
unsound competitive pressures, it is not 
yielding to the pressure for terminal 
dividends, for so-called ‘special minimum 
amount’ policies, for a loss leaders policy, 
for discrimination between old and new 
policyholders, or between policyholders 
and beneficiaries, or between classes of 
policyholders,” President Charles J. Zim- 
merman told the Leaders Round Table 
at its recent annual meeting. 

Briefly outlining mutual responsibili- 
ties of the company and its agents, Mr. 
Zimmerman pledged continuing efforts 
on the part of management to maintain 
optimum balance between net cost, con- 
tract provisions, commissions and under- 
writing. 

After outlining the company’s objec- 
tives, past and future, Mr. Zimmerman 
told the agents, “You share the respon- 
sibility of speaking for the future with 
the company. Responsibility can be di- 
vided among many, but it is not lessened 
or diminished by this division. 

“The minister speaks to the present 
generation,” he continued. “The teacher 
teaches the present generation and that 
influence will go down perhaps for a 
second generation. But life underwriters 
speak to the present and the next and 
the next generation, for what you do will 
have an influence that goes down not for 
5 or 10 years, but for the next 50 
years, 75 years, 100 years. 

“That influence can be great not only 
in building character, but in giving the 
next generation a chance to do a little 
better with a better life than we have 
had, 

“It has been said that civilization 
really didn’t begin to progress until the 
family was able to accumulate both 





This Is the Composite 


Connecticut Mutual Leader 


A member of the Connecticut Mutual 
Leader’s Round Table is an agent who 
sells at least $500,000 in new life insur- 
ance in ten or more policies during one 
fiscal year. 

What makes a leader at Connecticut 
Mutual different from leaders in most 
any other business field, and why did 
he select the field of life insurance as 
his life’s work? 

According to a questionnaire survey 
of the 214 men who qualified for the 1957 
Leader’s Round Table Conference, one 
factor in common was their feeling of 
complete freedom in their work. Each 
agreed that knowing he was solelv re- 
sponsible for his own success or failure 
spurred him on to achieve more for 
himself. 

Too, the fact that the leaders usually 
own a great deal of personal life in- 
surance, indicating a strong belief in 
the product they sell, seems to spell out 
the difference between success and fail- 
ure. 

Another advantage, the leaders felt, 
was that a large capital investment was 
not needed to start in the field. 

Of course, the financial benefits were 
not overlooked.. The leaders felt they 
were not only compensated well, but 
also that the commission system allowed 
them to receive full value for their work. 

However, despite all the similarities 
among these agents, their individuality 
reigns supreme in their person and their 
methods. At the Round Table, the 
youngest was 24, many were in their 
late twenties, while the oldest was 72. 
A few made as many as 60 calls and 25 
interviews per week, and others much 
ess. 

When asked about their future desires, 
the leaders indicated four general areas 
of ambition: to increase production, to 


CHARLES J. ZIMMERMAN 


property and knowledge and pass that 
on to each oncoming generation,” Mr. 
Zimmerman concluded. 

“All of us if we are going to do any- 
thing in this world have to produce 
just a little bit more than we consume. 
We have to do just a little better job 
of making our families’ and our chil- 
dren’s lives just a little better than 
were our own. So, speaking for the 
future, you as life underwriters have a 
tremendous opportunity and a responsi- 
bility to enable the family to pass on 
not only property, but also to pass on 
character, to pass on love, to pass on 
decency and to pass on dignity. As life 
underwriters you speak for a better fu- 
ture in your everyday work more effec- 
tively and more influentially than any 
other group I know.” 








Connecticut Mutual Life Leaders 
Round Table met recently at Whiteface 
Inn, Lake Placid, N. Y., when Presi- 
dent Charles J. Zimmerman discussed 
the present day market for life insurance 
and numerous leaders demonstrated sell- 
ing methods. Under the chairmé anship 
of E. A. Starr, assistant agency vice 
president, the three-day program in- 
cluded panels and open forums on busi- 
ness insurance, employe plans and the 
estate tax approach. Besides the par- 
ticipating agents, assisting in the dis- 
cussions were Mr. Starr and Assistant 
Counsel Ralph J. Chittick and Paul A. 
Hoeffer. 

The opening talk was given by Agency 
Vice President Raymond W. Simpkin. 
Congratulating members on their accom- 
plishments, he cited these comparative 
figures to illustrate growth of the Round 


Table since it was founded 
ago: 

Membership, based on $500,000 or more 
Dé aid business in at least ten cases, has 
risen from 49 to 214, 

Members have $750 million in force, 
or 22% of the company total, com- 
pared with 7.3% in 1948. 

He asserted that the growth of the 
Leaders Round Table and the record 
of accomplishment of its members as 
attesting to the soundness of the agency 


nine years 


system not only in distributing life in- 
surance most effectively, but also in 
building successful career life under- 


writers. 

Guest speaker was Eugene M. Thore, 
general counsel of the Life Insurance 
Association of America, who gave a pro- 
vocative talk on “What's Happening 
in Washington.” 


Summaries Of Three Panel Talks 


Service: Satisfied Client 
By R. U. Redpath, Jr., CLU 


The heart of 
is to assume something that is good can 


any service relationship 


only get better or deteriorate. I treat 
all my employe-plans clients as though 
they were restless and growing dis- 


satisfied, and attempt to locate and cor- 
rect in advance anything that could hap- 
pen to jeopardize my relationship as 
servicing agent. 

I approach all mv employe-plans pros- 
pects from the point of view of the 
corporation’s problems, and close the 
sale on a basis of benefits to the em- 
ployer. In a sense I am selling expecta- 
tions, and I must keep close to help those 
expectations come true. 

As part of the corporate income is re- 
served for depreciation, new machinery, 
etc., so part is being reserved for 
humans under employe benefit plans. 
Corporate management today is a ring of 


| 
| 


A i 


ry 
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Three open forum panels at the Connecticut Mutual Life Leaders Round Table. 


Top row: Panel on “Selling with Employe Plans Approach” 


l. to r: Alfred S. 


Howes, New York; Harry A. McGrath, Boston; E, A. Starr, assistant agency vice 


president ; Frederick R. Griffin, Jr., Philadelphia, and Robert U. Redpath, Jr., CLU, 
New York, 
Middle row: Panel on “Selling with the Estate Tax Approach” |. to r: Bernard 


H. Zais, CLU, Rutland; Robert E. Scott, Grand Rapids; 
J. Robert Wilhelm, Philadelphia, and Richard B. Hardy, Toledo. 
Panel on “Selling with the Business Insurance Approach” 
James D. Rosenbaum, Cleveland; George A. 


counsel; 
Bottom row: 
Paul A. Hoeffer, assistant counsel; 


Ralph J. Chittick, assistant 


1, to r: 


Tracy, Hartford; Arthur I. Sandberg, CLU, Chicago; Robert H, Goldsmith, Los 


specialists, each segment tending to view 
the reserve for humans from a different 
angle. I think of my job as coordinating 
the varying ideas about all the possible 
employe benefits and integrating them 
into a flexible security program that 
benefits the corporation as a whole. 


Estate Planning Approach 
By J. Robert Wilhelm 


There are two ways to write large 
cases. One is to find a well-to-do pros- 
pect and sell a large case as soon as you 
can. Or you can start with a small sale 
and grow with the prospect through the 
years. In either case estate planning is 
nothing more than appraising and ar- 
ranging resources in terms of the task 
they will perform for the heirs. 

To get the prospect interested, I often 
ask if he has ever acted as an adminis- 
trator or executor of an estate. Most 
often he has not, and I propose to tell 
him about the various steps required to 
settle an estate. 

In the interview I explain these steps 
so as to disturb him into thinking about 
arranging his own affairs so as to best 
carry out his wishes for the benefit of 
his family and for any business interest. 


I do this by (1) illustrating estate 
shrinkage at death; (2) showing advant- 
ages of short-term trusts, inter-vivos 


trusts and testamentary trusts; (3) ex- 
plaining deferred compensation, stock re- 
tirement plans, etc. 

In the course of the intetview, I ob- 
tain the necessary factual data for analy- 
sis and follow through on the use of life 
insurance to solve estate problems. 


Selling Business Insurance 


By Arthur I. Sandberg, CLU 


In approaching a business insurance 
prospect, I never ask for “a few mo- 
ments” of his time. I make it very clear 
that I’ll need at least an hour and prob- 
ably two hours to do a proper job. 

In the first interview I use a question- 
naire. This not only insures I get all 
pertinent information, but also ‘helps me 
to steer and control the interview. I 
slant my questions to point up the need 
for business insurance and try to lead 
him into deciding whether he would like 
his heirs to sell or retain his business 
equity after his death. 

I deliberately try to disturb my pros- 
pect, and have found the easiest man to 
disturb is a minority stockholder in a 
close corporation. I show his visually 
how his share in the business gives him 
four basic privileges: (1) to vote; (2) 

(Continued on Page 4) 
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Summaries Of Three Panel Talks 


(Continued from 


to receive dividends; (3) to hold a job; 
and (4) to sell his stock. : J 
Then I show him that his wife’s voting 
influence would be negligible, that divi- 
dends in a close corporation are rare 
that she’s probably not qualified to hold 
a good job, and that the majority stock- 
holders are her only real market for sell- 
ing the stock. 


To get full value for the prospect's 
share in the business, a buy and sell 
necessary. And once I’ve 


agreement is 
got this idea sold, 
to fund the agreement 


The Estate Tax Approach 
By Bernard H. Zais, CLU 


Although many people are solicited on 
the este ate tax approach, often the end 
result is a sale for a different purpose. 
There are many such sales around, if 
we'll just go deeply enough to dig the 
problems out. Here are two examples: 

I did a complete estate analysis for a 
doctor, which revealed sufficient liquidity. 
However, in the course of the inter- 
view we found out ‘his major problem was 
to provide complete educational funds 
for his three children. As a result he 
purchased $75,000 Ordinary Life and set 
up a trust to accomplish the objective. 

An analysis of the estate of a 68-year- 
old retired man enabled us to increase 
his investment income substantially and 
reduce his estate tax liability. In the 
process he purchased $25,000 on the lives 
of each of his five and sons-in-law. 
Later, two of his sons themselves pur- 
chased insurance amounting to $130,000. 
So the estate tax approach here resulted 
in more than $250,000 of new business for 
me; yet my prospect purchased no in- 
surance on his own life. 


The Estate Tax Approach 
By Richard B. Hardy 


Perhaps the easiest method of selling 
life insurance is through the estate tax 
approach. We find the prospect, show 
the tax problem and offer life insurance 


sale of life 


insurance 
easily 


follows. 


sons 





as the solution—in most cases the only 
possible solution. 
Prospecting for estate work simply 


for a man who has 


to looking 


a man who owns a growing busi- 


amounts 


money- 
ness, or who has inherited a sizeable 
estate, or who is systematically buying 
stocks, bonds or real estate. Generally 
he doesn’t know what his estate taxes 
will be and is really interested in finding 
out. Any man is willing to listen if you 


can save him some money. 

My personal method is to analyze his 
estate myself, rather than use an ac- 

uuntant or trust officer, because it en- 
ables me to show him more forcibly the 
problem his estate will be faced with. 
My analysis, based on material I get 
from my prospect, includes appraisals of 
everything right down to automobile, 
jewelry and hobby equipment. Quite 
often he is amazed at the total. 

In presenting my analysis, I include 
several suggestions and com- 
ments. If I’ve shown the problem forci- 
bly enough, I don’t have to sell the life 
insurance—he ode buy. All this repre- 
sents a great deal of work, but the pres- 
tige gained doing an outstanding job 
often leads to added opportunities, such 
as business insurance, pension plans, and 
insurance on wives. 
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Estate Planning A Approach 
By Robert E. Scott 


To the younger and less experienced 
man who wants to use the estate plan- 
ning approach, I would say that he 
should first become really proficient in 
simple programming. This will give him 
the background, experience and confi- 
dence necessary for coordinating and 
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planning life insurance with other assets 
in larger estates. 

As the agent gets into more compli- 
cated planning, he will be forced into 
regular study of wills, trusts, gifts, estate 
taxes, etc. Moreover he will come into 
more frequent contact with attorneys 
and trust officers—who are invaluable in 
prospecting. 

Estate planning is one of the most 
exciting and profitable phases of our 
business, because there are so many 
variables. For example: 

You can talk about the unparalleled 
service that life insurance renders when 
used to provide liquidity for estate taxes, 
and to facilitate distribution of estates. 

You can use very rational motivation 
with the practical buyer, under present 
laws. Simply say to him, “Let your wife 
buy and own the policy and the insur- 
ance will not be included in your estate 
for tax purposes.” 

How about the wonderful use of in- 
surance as a gift paid for by a grand- 
parent in order to reduce his estate and 
shift dollars out of the high estate tax 
brackets. 

Don’t overlook the tax approach with 
a business insurance prospect. Remem- 
ber that in most cases the binding Buy 
& Sell agreement funded with life insur- 
ance pegs the value of stock for real 
estate tax purposes. 


Profit-Sharing Plan 
By Frederick R. Griffin, Jr. 


In selling a profit-sharing plan, I have 
found that to the employer the insurance 
feature at the outset is often quite sec- 
ondary to the general advantages and 


disadvantages of the overall plan in light 
of (1) his genuine interest in the wel- 
fare of his employes; (2) his belief that 
such a plan will be a real incentive to- 
ward greater profits, or (3) his more per- 
sonal motives. Finding out which of 
these three is most important to your 
prospect is helpful in determining your 
best approach to the sale. 

Smaller groups of employes are our 
biggest market for profit-sharing plans. 
Many employers, unable or reluctant to 
assume the fixed commitments necessary 
under other types of employe benefit 


plans, are willing to consider profit- 
sharing. : : 
However, they will tend to think of 


the profit-sharing plan as a retirement 
plan, so the life insurance feature be- 
comes an important consideration to 
them because of its guaranteed retire- 
ment income, larger death benefits, flexi- 
bility and the availability of the serv- 
ices of an agent. 


Existing Profit-Sharing 
By Harry A. McGrath 


I always assume my prospect believes 
his company’s profit-sharing plan is the 
best ever devised. I agree, but proceed 
to show him how by adding life insur- 
ance he can make it even more attrac- 
tive and satisfactory to participants, and 
assure better results for the corporation 
—all without altering the basic principles 
or purposes of the plan. 

try to secure actual profit-sharing 
records of five or six participants, includ- 
ing the record of the key executive I’m 
trying to sell. My proposals show in 
actual dollars and cents how life insur- 
ance will improve the plan without any 
additional cost to participants. Besides 
such things as tax advantages, I show 
how, should my prospect die, that life 
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Coanedsiout Mutual Leaders Round ‘Table 


insurance is the equivalent of extending 
his sharing in the firm’s profits for many 
years, for benefit of his family. 

Once my executive prospect has been 
sold on the idea of incorporating insur- 
ance to the profit-sharing plan, it be- 
comes a matter of persuading each par- 
ticipating employe from the top down, 
to elect to have the trustees invest a 
portion of his profit shares in life in- 
surance. 


Professional Partnership 


By George A. Tracy 

Professsional partnerships are formed 
for any or a combination of three fund- 
amental reasons: (1) To develop better 
service through specialization of part- 
ners; (2) To increase income through 
better service, and (3) To increase 
leisure without cutting income. 

I will vary my approach according to 
which of these reasons was most impor- 
tant in the formation of the partnership. 
But my proposal is always fundamentally 
keyed to the necessity for a buy-and-sell 
agreement funded with life insurance, to 
facilitate readjustment following death 
of one of the partners without scars 
from settling with a widow and without 
criticism that the deceased partner’s 
practice was stolen. 

Since members of a professional part- 
nership must be handled individually as 


well as a group, the partnership sale 
often leads to closing substantial 
amounts of personal insurance. 
Selling a Pension Plan 
By Alfred S. Howes 
In prospecting for pension business, 


I look for a highly profitable corporation 
having relatively few salaried employes. 
Then I approach my prospect by trying 
to. interest him in a trust fund that (1) 
the corporation can charge off its income 
tax; (2) will accumulate dollars for the 
benefit of salaried employes, and (3) 
will give my prospect himself a profit. 
Then I try to get my prospect to com- 
mit himself that the corporation could 
set aside so many thousand dollars a 
year for such a purpose. Armed with 
that figure, I can work with an attorney 
and draw up an attractive proposal. 
The major problem is establishing a 
formula that is appealing to the prospect 
and still satisfies the Treasury Depart- 
ment. On how this is handled often 
hinges the success of the sale. Often it 
is advantageous to clear any plan through 
the local Internal Revenue office be- 
fore presenting it to the prospect. 


More Leaders Talks on Page 6 


Composite Leader 


(Continued from Page 3) 

have good health, to improve their pro- 
fessional ability, and to spread the mes- 
sage of life insurance. 

Statistical Average 

40 Years Old, Married, Three Children 
Owns $68,500 in Life Insurance 
Began Life Insurance Career With 
Connecticut Mutual 10 Years Ago 

Has $3,197,321 In Force With Connecti- 
cut Mutual 

cng Paid-Up Volume-64 Cases For $723,- 
25 

Averages 20 Calls, 7 Interviews Per 
Week 

Tvne of Insurance Sold 


Family Protection 40% 
Rusiness Insurance 20% 
Estate Planning 18% 
Retirement Income 8% 
Mortgage 4% 
Educational 3% 
Other 7% 


Sources of Business 


First-Policyholders 
Second-Referred Leads 
Third-Direct Mail 
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PREMIUM REFUNDED 
BEYOND MONTH OF DEATH 


~ 


TWO ADDITIONAL : ) : = 
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___ AND IMPORTANT REASONS WHY IT PAYS TO KEEP YOUR EYE ON STA 


er 


Ke 





INTEREST PAID ON. 
LUMP SUM SETTLEMENT 


PREMIUM REFUNDED BEYOND MONTH OF DEATH INTEREST PAID ON LUMP SUM SETTLEMENT 


An important new life policy provision — and a By contract provision, all life proceeds paid in a 
valuable competitive sales feature — under which lump sum will now include interest —up to one full 
State Mutual guarantees to refund any portion of year — from the date of maturity (whether by death 
the premium paid beyond the policy month of death. or endowment) to the date of settlement. Interest 
Available now at a reduction in the instalment fac- will be paid at the guaranteed rate of 2% per annum 
tors on quarterly and monthly premiums. plus such excess interest, if any, as may be appor- 


tioned by the directors. 


These are but two of the many dynamic new State 
Mutual policy features designed to make selling 


ier, bl ld . For full details, 
Cone je HELGA Sen, Mem oecmcncaltoe STATE-MUTUAL LIFE 





_Those who direct State Mutual agencies operate under PAD’ (Planned Agency Devel- 
opment )— a new and unique compensation system and agency building program. 
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Formed to Purchase 
Life Company Control 


REINS. INVESTMENT CORP. 
Victor Muscat, Head of Two Metals 
Companies, Elected President of 
Company 





13 — Victor 
been 


Birmingham, Ala., August 
Muscat of Greenwich, Conn., 
elected president of the Reinsurance In- 


has 


vestment Corp., a holding company with 
offices in the Frank Nelson Building 
here, it is announced. 

Reinsurance Investment Corp., with an 
capitalization of $6,000,000, 
organized to engage in the 
acquir- 


authorized 
was recently 
business of holding, seeking and 
ing a controlling, substantial or entire 
interest in other companies in the in- 
surance field. The initial stock issue of 
RIC has been fully subscribed. 

Mr. Muscat is president of Victor 
Metal Products Corp. and board chair- 
& Chemicals Corp., 


man of Aluminum 
companies engaged in various fields, and 
leading manufacturers of metal tubes 


Earlier this year he received 
Annual Governor’s Industrial 
Arkansas, where the major 

these two companies are 


and cans. 
the First 
Award of 
facilities of 
located. 
Other Officers and Directors 


Robert L. Huffines, chairman of the 
board of Frank G. Binswanger, Inc., of 
Philadelphia, was named chairman of 
the board of RIC, and Maj. Gen, Walter 
J. Hanna, board chairman and president 
of the Hanna Steel Corp. of Birming- 
ham, was appointed chairman of the ex- 
ecutive committee. 

H. M. Luna and Walter R. Matthews, 
vice presidents of the new firm, are 
partners in the firm of Luna, Matthews 
and Waites, local investment firm. Sec- 
retary is Everett R. Luna. Treasurer 
is Grover C. Bryant. General Counsel is 
3ennett T. Waites, also a partner in 
the investment firm. 

In addition to the officers, other mem- 
bers of the board of directors include: 
Dr. Robert F. Guthrie, local physician; 
k. E. Dumas Milner, president, Milner 
Enterprises, Inc., Jackson, Miss.; Olin 
D. Johnston, U. S. Senator from South 


Carolina; Andrew D. Griffith, president 
South] and Provision Co., Orangeburg, 
S. C.; Guy W. Rutland, Jr., president, 
The American Trucking Association, 
Washington, D.C., and also vice presi- 
dent, The Motor Convoy, Inc., Atlanta, 


Ga.; and Robert B. Vance, president, 
Mar-Gold Margarine Corp., Atlanta, Ga. 
The acquisition of the controlling or 
entire interest in a legal reserve capital 
stock insurance company will constitute 
the corporation’s first subsidiary, com- 
pany officials said. The name Rein- 
surance Company of the South has been 
decided on as the name of this subsidi- 
ary which will have as its primary ob- 
jective the reinsurance of all or any 
part of the life, health and accident 
business of other insurance companies. 


W.N. Tolleson, Jr. Joins 
Franklin Home Office 


Wm. N. Tolleson, Jr. has been appoint- 
ed director of agency development of 
Franklin Life, Springfield, Ill., according 
to an announcement by Senior Vice 
President J. V. Whaley. 

A graduate of the University of Okla- 
homa, Mr. Tolleson entered the insur- 
ance business in the home office of the 
General American Life in St. Louis. 
From 1940 until 1951 he served as dis- 
trict manager in Tyler, Texas for Equi- 
table Life Assurance Society. ane 
the next four years he was agency man- 
ager in Houston for Provident Mutual 
Life, and in 1955 was elected vice pres- 
ident and director of agencies for the 
National Equity Life in Little Rock. 

Mr. Tolleson will concentrate his 


efforts on Franklin agency development 
throughout the country. 





Lutnicki Heads Group 


(Continued from Page 1) 


A native of Chicago, Mr. Lutnicki 
graduated from Northwestern University, 
summa cum laude, and from Northwest- 
ern University School of Law. In 1953 


A. F. Lydiard 
VICTOR A. LUTNICKI 


he completed the Harvard University 
Business School Advanced Management 
Program. He was elected to Phi Beta 
Kappa as an undergraduate and served 
editor of the Law Review while 
school. He has been active on 
committees of the American 
Life Convention, Life Insurance Asso- 
ciation of America and the American 
Bar Association, and presently is a mem- 
ber of the Executive Council of the In- 
surance Section of the American Bar 
Association. He has served Lincoln, 
Mass., the community where he resides, 
as chairman of its Regional School 
Board and recently was elected a trustee 
of the Andover Theological Seminary, 
the oldest Congregational seminary in 
America. 


as ali 
in law 
numerous 


ROBERT D. EARLEY DEAD 
Robert D. Earley, special agent in St. 
Louis for 32 years of Western & South- 


ern Life, died recently. He is survived 
by his widow, a son, a daughter and his 
sister. 
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Business Insurance 
By James D. Rosenbaum 


Most business, I firmly maintain, is 
sold on a personal basis, rather than on 
comparisons of net costs, contracts pro- 
visions, etc. So it’s logical that service 
efforts which sometimes appear valueless 
often turn out to be one’s highest-paid 
work 

Because of its personal aspects, busi- 
ness insurance can be sold only when 
one has the complete confidence of the 
prospect. I get this confidence by dem- 
onstrating my willingness to serve and 
my knowledge not only of my business 
but also of his. And 1 show a sincere 
interest in my prospect’s business, right 
down to the smallest det ail. 

In my efforts to give service, I require 
help from my secretary, agency office 
and home office personnel and company 
medical examiners. If I’ve done out- 
standing work in the pe srsonal field, such 
as preparing exceptionally complete sur- 
vey books, I’ve made a valuable step 
toward creating an atmosphere favorable 
for a business insurance approach. Serv- 
ice means contacts, and favorable con- 
tacts mean more new business. 


Key to Top Production 
By Robert H. Goldsmith 


In the business insurance cases I 
closed during the past 2% years, two- 
thirds of the prospects came as referred 
leads through a center of influence, us- 
ually an attorney or accountant; in at 
least half of the cases, the need had 
already been established in the prospect’s 
mind by the center; and in 90% of the 
cases I used the medical close success- 
fully to get the sale moving to a speedy 
conclusion. 

So firmly convinced am I of the im- 
portance of centers of influence that I go 


out of my way to cultivate them. I try 
always to look, feel and act the part of 
a successful life insurance man. The 


success atmosphere is enhanced by well- 
done newspaper publicity and prestige- 
building letters and announcements. And 
most important, I’m always mindful that 
the people I’m trying to impress must 
like me personally. Regardless of how 
highly a man may regard my professional 
ability, he won’t go out of his way to 
help me if he doesn’t like me. 
Developing business insurance through 
attorneys and accountants is the most 
logical thing in the world. I spend a lot 
of time, business and social, with these 





MUTUALS LIFE 


FRANK McCAFFREY 








INSURANCE COMPANY 


#OSTON, wastscuuse-rE 


Ask M. L. CAMPS AGENCY 


about 
JOHN HANCOCK’S 
New Family Policy 
Permanent Insurance For Both 


Husband and Wife 
Ca us for wee Sn formation 


LARRY CAMPS HERMAN FEINGOLD 
OXford 7-2121 
800 SECOND AVE: (at 42nd St.) NEW YORK 














MIDWEST 
LIFE UNDERWRITING MANAGER 
00 


Medium sized midwestern Home Office, 
housed in very desirable city, under 100,000 
population. Company over lety years old, 
very strong financially and well managed. 


Position: Management of entire underwrit- 
ing operation. 

Employer’s specifications: age to 42, mini- 
mum of eight years Life underwriting expe- 
rience, acquired with Home Office. Some 
background of supervisory duties necessary. 

ALL INQUIRIES 
HANDLED CONFIDENTIALLY 


Life, Accident-Sickness positions available 
all areas of the country. Write us for an 
objective analysis of your employment situ- 
ation—no obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 


330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














centers. It’s a lot easier to educate a 
half-dozen lawyers and accountants who 
already know what you're talking about 
than it is to educate their 50 or 60 busi- 
nessmen clients during a year. 

As often as not when a good center 
refers you to a prospect, about 80% of 
the sale has been made. 


Deferred Compensation Plan 
By Fred Brand, Jr. 


To the executive, deferred compensa- 
tion offers a way of extending the earn- 
ing power of his best years into his less 
productive, or retirement years. To the 
corporation, deferred compensation helps 
to keep valuable executives satisfied with 
their earnings. 

Without going into detail, here is an 
example of how life insurance can be 
used in deferred compensation : 

A $50,000-a-year executive 45 years 
old, is in line for a $10,000" raise. At 
current income tax rates he would net 
only about $3,500 of his raise. From the 
employer’s viewpoint, the raise is de- 
ductible expense and the $5,200 corporate 
tax saving leaves $4,800 as annual “net 
cost” of the raise. 

Under the deferred plan, the company 
can use this $4,800 to pay premiums on 
an endowment policy payable in ten an- 
nual instalments after the executive’s 
retirement at 65. This is done as keyman 
insurance to avoid creating tax problems, 

The company draws up a pay con- 
tract with the executive, agreeing to pay 
him $22,000 annually for the ten years 
after his retirement. In round figures, 
this salary is developed from the $11,000 
annual tax savings because of the de- 
ductibility of each $22,000 paid by the 
corporation plus the annual proceeds 
from the endowment policy. 

From this the executive nets $16,500 
annually for the ten-year retirement 
period, instead of another $3,500 during 
his working years. In other words, at 
a cost to him of $70,000 he will receive 
$165,000. And he and his company get 
insurance protection in addition. 


Beneficial Standard Names 


Lifson Assistant Treasurer 


The board of directors of Beneficial 
Standard Life has elected Louis Lifson, 
assistant treasurer. 

Mr. Lifson has spent his entire busi- 
ness career with Beneficial Standard 
starting as a trainee in 1949, upon grad- 
uating with honors from the College of 
Commerce of the University of Southern 
California, He has since worked in every 
department of the company. 

His present duties are managing the 
mortgage loan servicing department, and 
the company-owned, home office building 
at 756 South Spring Street, Los Angeles. 

Mr. Lifson is actively engaged in such 
civic enterprises as the Community 
Chest, Cerebral Palsy Campaign, and the 
City of Hope. 
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IN RECOGNITION of quality life underwriting service to the public, as evidenced by 


an excellent record of maintaining in force and extending the benefits of life insurance, the 


1957 NATIONAL QUALITY AWARD 
was granted to 


576 MASSACHUSETTS MUTUAL REPRESENTATIVES 


The select list includes 21 representatives who have met the necessary requirements during 
each of the 13 years that the awards have been made and a total of 108 additional field 
associates who have received the National Quality Award for 10 or more consecutive years. 
The latter figure includes 36 representatives who have 12 straight years of qualification; 


26 with 11 uninterrupted years; and 46 who have received 10-year N.Q.A. certificates. 


Another reason for our pride in our great field force. 


Mutual 


LIFE INSURANCE COMPANY 
SPRINGFIELD MASSACHUSETTS 


The Policyholders’ Company 
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Made Assistant Actuary 
For Union Central Life 





HUMMEL 


THOMAS J 
The promotion of Thomas J. Hummel 
Union 
President 


to assistant actuary for Central 
Life has been announced by 
John A, Lloyd. Mr. Hummel’s appoint 
ment was effective July 15, the date on 
which he completed his qualifications as 
a Fellow 


For the past two years he has been an 


of the Society of Actuaries. 


assistant mathematician with Union Cen- 
tral. He joined the company in 1951 as 
a trainee in the actuarial student pro 
gram 

\ native Cincinnatian, Mr. Hummel 
was graduated cum laude from the Uni- 
versity of Cincinnati in 1940. After World 
War II Force, he 
returned to the University of Cincinnati 
and obtained his Master of Arts degree 

A tennis enthusiast since high school, 
Mr. Hummel continues to participate in 
tournament competition 


service in the Air 


Woodson Treasurer, Other 
Changes Occidental of N. C. 


Raleigh, N. C—Three officers of Oc- 
cidental Life of North Carolina were 
given promotions. 

R. Peyton Woodson III was named 
treasurer to succeed C. E. Hyre, retired. 
C. R. Morris became vice president in 
charge of underwriting and Frank M. 
Houston was named assistant vice pres- 
ident in charge of mortgages. 

President W. H. Trentman said there 
had been a 20% increase of insurance-in- 
force in the half-year. 

The new company treasurer is a na- 
tive of Albuquerque, N. M. He grad 
uated from Princeton University in 1949 
and did post-graduate work in business 
administration at Stanford University 
During World War II, Mr. Woodson 
served with the Air Force attaining rank 
of captain. He joined Occidental in the 
spring of 1955 

Mr. Morris has held various executive 
positions with the company, for the past 
several years heading Occidental’s under- 
writing department. He is a Texas na- 
tive and a company associate since 1922. 

_Mr. Houston is a graduate of Univer- 
sity of North Carolina and has had con- 
siderable experience in banking and fi- 
nance. He joined Occidental in 1951 and 
since that time has headed Occidental’s 
mortgage loan department. Among other 
civic and business associations, Mr. 
Houston is a state director of the North 
Carolina Bankers Association, a mem- 
ber of the Conventional Loan Committee 
of the Mortgage Bankers Association of 
America and a member of the North 
Carolina Real Estate Boards. 


Travelers Opens Enlarged 
Worcester Branch Office 


Insurance Companies 
have opened a remodeled branch office 


The Travelers 
at Worcester, Mass. The office is lo- 
cated in the Central Building, 332 Main 
Street, Worcester. 

In a statement made in Hartford, M. 
T. Wilson, vice president, stated that as 
a result of the rapid growth of business 
in the Worcester area, the office has 
been substantially enlarged and modern- 
ized to better serve the agents, their 
clients, and the general insuring public. 

Offices will be fitted with fluorescent 
lighting, acoustical ceiling, asphalt tile 
flooring and modern bank-type parti- 
tions. The Worcester office serves rep- 
resentatives and policyholders in Wor- 
cester County in life, accident and health 
lines; Franklin, Hampshire, Worcester, 
and parts of Hampden counties in cas- 
ualty, fidelity and surety and fire and 
marine lines. The Worcester office also 
serves the State of Vermont in fire and 
marine lines. 

The Worcester branch office will ob- 
serve its 50th anniversary on May 1, 
1958. 

The executive staff of the office com- 











REGIONAL DIRECTOR OF SALES 


Large, progressive New England company with 100-plus years of 
growth needs successful agency builder to head Southern agencies. 
Prefer living and working background in southeastern and Gulf area. 
For right executive with proven ability we offer a most challenging 
opportunity in Home Office (with modern new building). For a prom- 
ising future, send us your resumé and career facts. Replies will be 
held in strictest confidence. Send to Box 2540, The Eastern Under- 
writer, 93 Nassau Street, New York 38. 











prises: John S. Howe, manager, 
accident and health department; Clifford 
O. Griffith, manager, casualty, fidelity 
and surety department; Robert H. But- 
ler, manager, fire and marine depart- 
ment; Thomas H. Kimball, district group 
supervisor; B. L. Galbraith, office man- 
ager, branch office administration de- 
partment; J. Morey Johnson, claim man- 


ager, claim department; F. W. Mierke, 
supervising engineer, engineering and 


loss control division; and Hubert W. 
Gallup, supervising field auditor, casualty 
payroll audit division. 


Ou HOt. Anniversay OZ 








mp 





¢ when tributes were being written to 


the “village smithy”, the Equitable Life of Iowa was 
founded — the company whose home office now 
stands on the site of this blacksmith shop of the 


mid 1800's. 





f tributes are being written to the 
of Iowa for two outstanding visual 


portfolios — the “Key to Security” and the “Key to 
Business Security”. These sales aids have earned 







the Award of Excellence of the Life Insurance 

Advertisers Association, and substantially 
enhance the incomes of field associates 
using them. 


y LIFE INSURANCE COMPANY OF IOWA 








FOUNDED IN 1867 IN DES MOINES 


life, 





Manager at Columbus 


WALTER F. DESMOND 


Waiter F. Desmond has been named 
manager of the Columbus 
New England Life, succeeding Clifford 
C. Wharff, general agent, who died July 
26. Mr. Desmond joined New England 


1955 as supervisor of 


agency of 


Life February 1, 
the Columbus agency. He graduated from 
Miami University in 1950 and is a mem- 
ber of the New England Life Leaders 
Association, the North American Man- 
agement Association, the National Asso- 
ciation of Foremen. 


Osborn Heads Denver Group 
Office For Mass. Mutual 


Massachusetts Mutual Life has an- 
nounced the opening of a new district 
Group office in Denver. Charles_ S. 
Osborn, district Group representative, 
has been transferred from the Kansas 
City, Mo. district Group office to head 
operations in the new office. 

Mr. Osborn will provide service to 
agents, brokers and _ policyholders in 
connection with Massachusetts Mutual 
Group policies and will work under the 
general supervision of Robert J. Roberts, 
southwestern regional Group manager. 

Mr. Osborn had several years’ experi- 
ence in the insurance business before 
joining Massachusetts Mutual in 1955. 
He received his bachelor’s and master’s 
degrees from Kansas State College where 
he specialized in business administration 
and political science. He is a member 
of the Elks Lodge, the Lions Club and 
the Kansas City Life Underwriters As- 
sociation. 


Licensed in Nebraska 


Manhattan Life has been admitted to 
transact business in Nebraska, the com 
pany’s home office has announced. In 
addition to the District of Columbia and 
Territory of Alaska, the company is now 
licensed to do business in 31 states. 
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w PAUL REVERE’ 


soles development ond. company expansion 
makes it the company for me.” 


—say these successful, experienced field men 













“My experience, both as a Paul Revere agent and in my personal management 
| capacity, has given me a special appreciation of the close link between the 
quality of Paul Revere policies and personal progress. For, in my opinion, 

all opportunity basically springs from a quality product. 

Other big Paul Revere pluses: the cooperation of Field and Home Office in an 
atmosphere of teamwork . . . the recognition of reasonable results . 

a security born of understanding in carrying out mutual responsibilities 

with complete integrity.” 


GLEN C. 
KING 


GENERAL AGENT 
BILLINGS, 
MONTANA 






“In addition to my natural interest in offering the best in disability 
coverage, | also have a strong interest in Life insurance. And my Paul Revere 






background as an agent and as a supervisor enables me to say firsthand that THOMAS J. 
Paul Revere’s Life portfolio stands up under the most competitive SCHILLERSTROM 
circumstances. Moreover we are well equipped in the Group field, too. ASSISTANT 


GENERAL AGENT 


“In short we are justifiably proud of our integrated training program 
| it 9 en NEW YORK CITY 


our tools, our incentive plans, our underwriting and claim services . 
the breadth of the opportunity we offer.” 





“In my years of experience as an agent, a supervisor and a manager, | have 
always had strong personal convictions about the necessity for and value of 
strong training. That’s why it is so easy for me to be enthusiastic 

about Paul Revere’s practical forward-looking training program. 

“Moreover | like the vigorous attitude of its sales team and the experience 

of its sales leadership. They build the kind of field confidence 

that makes it easier for me to get my job done successfully.” 






ROLLAND A. 
VANDEGRIFT 


“ac GENERAL AGENT 
hey SACRAMENTO 





Qh, Paul Revere is ‘‘on the move” . . . and with it are coming challenging new oppor- 
tunities—and rewards—both for those who are already associated with the Company as well 


as for those who are seeking the kind of future Paul Revere is now prepared to offer field under- 


writers who can qualify. 


THE! LIFE INSURANCE COMPANY 


WORCESTER—MASSACHUSETTS 





Canadian Head Office, Hamilton, Ontario 


NON-CANCELLABLE ACCIDENT and SICKNESS / HOSPITALIZATION ¢ LIFE © GROUP 
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Managers Conference 
Program Completed 


AT NALU DETROIT SEPT. 16-17 
Fred H. White, GAMC Program Chair- 
man, Gives Details of Two-Day 


Schedule 





Washington, D.C.—The complete pro- 
gram for the annual management pro- 
gram of the General Agents and Man- 
agers Conference of NALU has been an- 
nounced by Fred H. White, CLU, GAMC 
program chairman. 

Highlights of the GAMC sessions, held 
with NALU’s annual 


in conjunction 





Portrait by Nakask 
ALISTAIR M. CAMPBELL 
Luncheon Guest Speaker 


meeting in Detroit beginning September 
16, will be three featured speakers, a 
panel of five successful heads, 
and a special GAMC Business Meeting. 

Opening the GAMC 
afternoon, September 16 at 
the five-man panel. 

Moderator of the panel is C. 
Smith, CLU, general agent, 
Benefit, Washington, D. C 

Panel members and the titles of their 
discussions are: 

Judd C. Benson, manager, 
tral, Cincinnati, “Business 
and Profits.” 

Gordon E, 
New England Life, 
mon Der 1ominé itor ? 

George C. Fraser, general agent, Aetna 
Life, Sagin: iw, “Train Then to Sell.” 

John P. Meehan, CLU, manager, Mu- 
tual Life of New York, Boston, “How 
\.&S. Builds a Life Agency.” 

Louis Pohl, Life of Virginia manager 
in Pontiac, Michigan, will follow the 
panel discussion. Title of his talk is 
“Scientific Management.” 

Following Mr. Pohl will be Floyd A 
Rosenfelt, general agent, Connecticut 
Mutual, Toledo, giving his ideas on “Su- 
pervision for Success.” 

The special GAMC business meeting 
will convene at 8:00 p.m. Monday night 
Accordng to L. Mortimer Buckley, CLU, 
chairman of GAMC, this will be one 
of the highlights of the entire conven- 
tion for members of GAMC. 

The traditional GAMC Luncheon will 
take place Tuesday noon; featured 
speaker will be Alistair M. Campbell, ex 


agency 


session Monday 
2:30 will be 


Carney 


Mutual 


Union Cen- 
Insurance 


Crosby, Jr., general agent, 
"Seattle, “The Com- 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 











Group Representative 


Massachusetts Mutual Life has an- 
nounced the appointment of Thomas S. 
Lambert as district Group representative 
in its Springfield, Mass., Group office in 
association with Joseph M. O’ Dowd, dis- 
trict Group representative. Mr. L ambert 
has been connected with the company’s 
Battle Creek and Detroit district Group 
offices for the past two years. 

He will provide service to agents, 
brokers, and policyholders in connection 
with Massachusetts Mutual Group pol- 
icies under the general supervision of 
Herbert S. Woods, northeastern regional 
Group manager. 

A native of Springfield, Mr. Lambert 
attended St. Michael’s College and was 
graduated from the University of Massa- 
chusetts. He is a member of Kappa 
Sigma fraternity and has served with 
the Army in Germany. 





ecutive vice president, Sun Life of Can- 
ada, Montreal. 

At the Tuesday Luncheon, Frederic 
M. Pierce, managing director of LIAMA, 
will present the award for the best man- 
agement article appearing in Managers 
Magazine during the past year. 

The complete schedule of events at 
the GAMC Management Program fol- 
lows: 


Monday, September 16, 1957 


Afternoon Session 
2:30—Panel of Experts 
C. Carney Smith, CLU 
(Moderator) 
Judd C. Benson 
Gordon E. Crosby, Jr. 
George C. Fraser 
John P. Meehan, CLU 
3:45—Louis Pohl 
4:15—Floyd A. Rosenfelt 
Evening Session 
8:00—GAMC Business Meeting and 
Election of Officers 
Tuesday, September 17, 1957 
Luncheon 


12:15—Alistair M. Campbell 





Manager at Silver Spring 


WARREN INGALLS 


Fred S. Sibley, vice president and di- 
rector of sales, Columbian National Life, 
Boston, announces appointment of War- 
ren Ingalls as manager of the branch 
office in Silver Spring, Md., serving the 
Washington, D. C. area. 

Mr. Ingalls comes to Columbian Na- 
tional from the National Life’s Baltimore 
office. For seven years prior to this, he 
was associated with Phoenix Mutual in 
various managerial duties in the Balti- 


more area 

A native of New York, Mr. Ingalls 
received his B.A. degree from Colgate 
University. He is a member of the Balti- 
more Life Underwriters Association and 
of the Wiltondale Association in Tow- 


son, Md. 
















management. 
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A WELL-BALANCED COMPANY 


balance... 


essential to flight 


In man’s conquest of 
the skies, balance is fundamental 
to progress. Similarly 
essential in life insurance is a 


balance of tradition, product and 


Fidelity is 


a well-balanced company, 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 


NEW YORK + JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE COURSE 


Three Nights a Week Class 
Starts Wed., Sept. 4, for 
Broker's & Agent's Exam. on Dec. 12, 1957 


ec hes ti a Week Class 
rts Thurs., Sept. 5, for 
Broker's :' agent’ 's Exam. on Mar. 20, 1958 


NOTARY Pustic COURSE 


Starts Thursday, Sept. 5 
for Examination on Sept. 24, 1957 


AMERICA'S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 
Write, phone or call for Booklet 


INSTITUTE OF 
Pp} HS INSURANCE 
132 erage A =o 
a? York 3} Y. 
Near City fh 
COrtlandt 7-7318 


H. Bruce Palmer Joins 


“Fundamental Education” 


H. Bruce Palmer, president of Mutual 
Benefit Life, has joined the Board for 
Fundamental Education as a member of 
its board of directors. 

A non-governmental, non-profit, pri- 
vately-supported agency, the Board for 
Fundamental Education is chartered by 
the Congress to promote a program and 
train leadership in self-help principles 
for individual and community improve- 
ment. Its directors include Charles J. 
Lynn, vice president of Eli Lilly & Co.; 
Fred F. Florence, chairman of the ex- 
ecutive committee of the Republic Na- 
tional Bank of Dallas; Eugene B. Ger- 
many, president of the Lone Star Steel 

o.; Angus G. Wynne, Jr., president of 
the Great Southwest Corp., and Sam M. 
Gladney, division manager of Sun Oil 
Co.’s Southwest production division. 

Selected as one of America’s Ten Out- 
standing Young Men in 1944, Mr. Palmer 
has been associated with Mutual B enefit 
since his graduation from the University 
of Michigan in 1931. He is also a di- 
rector of the American Insurance Co. 
and the National State Bank of Newark. 
He is president of the Effective Citizens 
Organization, a national non-partisan 
organization dedicated to helping more 
business and professional men to become 
active in politics; a member of the Board 
of Governors and Executive Committee 
and chairman of Public Relations Com- 
mittee of USO; a member of the Insur- 
ance and Membership Committees of the 
U. S. Chamber of Commerce as well as 
a former national director of that or- 
ganization; a member of the Advisory 
Council of the National Municipal 
League; a director-at-large of the Na- 
tional Sales Executive Club, and a mem- 
ber of the National Board of Directors 
of the Boys’ Clubs of America. 

Counselled by a group of leading na- 
tional educators, the Board of Funda- 
mental Education has its national head- 
quarters in Indianapolis with demon- 
stration centers at Jarvis College at 
Hawkins, Texas; Flanner House in In- 
dianapolis; Northland College at Ash- 
land, Wis., and the Arnold School, near 
Duluth, Minn. 











DENVER ASS’N OFFICERS 

Clifford M. Berry, general agent of 
Provident Mutual Life, has been elected 
as the new president of the Denver 
Association of Life Underwriters. He 
succeeds William S. Cooley, agent for 
Pacific Mutual Life. Named vice pres- 
ident for the coming year was Leo Mc- 
Carthy, agent for Acacia Mutual Life. 





Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 





Telephone HAnover 2-5840 
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Ray E. Fuller Retires 
From Equitable of Iowa 


HEAD OF AGENCIES 


Active Also in Life Insurance Agency 
Management Ass’n and America Life 
Convention 


LONG 








Ray E. Fuller, 33 years with Equitable 
Life of Iowa, agency vice president of 
that company since 1943, has long been 
prominent in life insurance industry or- 
ganizations. 

President F. W. Hubbell said that Mr. 
Fuller’s health has been such in recent 





Portrait by Townsend 


FULLER 


RAY E. 


medical ad- 
retirement, 


months as to prompt his 
visers to suggest his early 
and the company with regret has granted 
his request to retire from active serv- 
ice a few years prior to the normal re- 
tirement date. 

Son of a minister and going to schools 
in various towns where his father held 
pastorates, Mr. Fuller enlisted in the 
Army in 1917 and served overseas. Upon 
his return he attended State University 
of lowa where he majored in economics 
and was graduated with a Bachelor of 
Arts degree in 1922. He earned ‘his way 
as campus representative of an Eastern 
life insurance company. On leaving col- 
lege he became for two years assistant 
principal of the high school at West 
Waterloo, Iowa, also selling some life 
insurance after hours. 

Mr. Fuller joiner Equitable of Iowa 
June 15, 1924. For a time he was agency 
supervisor in the Detroit agency. Re- 
turning to the home office in 1925 as a 
field supervisor he was elected assistant 
superintendent of agencies in 1932 and 
six years later became superintendent 
of agencies. His election as agency vice 
president was in 1943. 

A familiar figure at meetings of Amer- 
ican Life Convention and Life Insurance 
Agency Manz igement Association he was 
made chairman of ALC agency section in 
1944. With LIAMA he was a member 
of research advisory committee, chair- 
man of its committee on education and 
training from 1948 through 1950, and in 
latter years became a director. During 
the time he spent in agency depart- 
ment he traveled extensively. 


PRUDENTIAL MANAGER 

Staff Manager Anthony C. Rivetti has 
been named manager of the newly cre- 
ated district agency of The Prudential 
at San Bruno, Cal. Mr. Rivetti, a 
native of Brooklyn, joined Prudential as 
an agent in the Whittier, Cal., district 
agency in 1953 and was advanced to 
staff manager there in 1955. He is ac- 
tive in civic and community affairs. 


F. A. Thomason Spells Out 
Non-Can. Policy Features 


In the course of a recent talk given 
by F. A. Thomason, Purl Ansel Agency, 
Monarch Life in Baltimore the cancel- 
lable and non-cancellable features of A. 
& H. coverage were explained. Mr. 
Thomason, speaking to the Brooklyn, 
Maryland Optimist Club cautioned mem- 
bers to look at the exclusion features 


of any contract. He said that “although 
all policies contain a war clause, a non 
can. contract should include the follow 
ing five guarantees: 

“1. The contract cannot be cancelled 
by the company. 2. The contract is guar- 
anteed renewable to age 65. 3. The con- 
tract is non-prorating, indemnities can- 
not be reduced. 4. The contract is non- 
aggregate, no limit to the number of 
claims. 5. The contract has a guaranteed 
minimum premium to age 65. 


Franklin Life Stock. Split 
Stockholders of 
Springfield, IIl., approved an in 
crease in the capital stock of 6,000,000 
from approximately 2,600,000 preliminary 
to a 50% stock 


Franklin Life of 
have 


dividend. Subject to 
approval of the Illinois Director of In- 
surance, shareholders of record August 
30 will receive the stock dividend Sep- 
tember 16. 





d be happy to see a son of mine 


choose a career in life insurance! 





A NORTHWESTERN MUTUAL POLICYHOLDER. For the security of his wife 
and six children, Mr. Carey has a total of seven policies with this company. 


>] 


A message to every father 
who is interested in helping his son 
plan a career 
from MACDONALD CAREY 


well-known actor 


“ar HAVE never had the time or incli- 

| nation to become an expert in 
financial planning, but I’ve been for- 
tunate in having an extremely capable 
life insurance agent. His good advice 
got me started buying life insurance 
early in my career. 

“As I’ve built a family security 
program over the years, I have gained 
a deep respect for the profession of 
life insurance and the men in it. 

“If, as they grow older, any of my 
three sons should develop an interest 
along this line, I would encourage a 
career in life insurance. | feel that in 
life insurance every capable and con- 
scientious young man will be well 
rewarded in a material sense. But he 
will gain an even greater and more 
lasting satisfaction from the vital and 
valuable part he plays in the lives of 
his clients and their families.” 





A CENTURY 
OF SAFEGUARDING TOMORROW 


HIS COMPANY, now celebrating its 

100th Anniversary, is one of the world’s 
largest. It has an enviable reputation for the 
low net cost of its life insurance. 

It is also a company noted for progressive- 
ness. For example, Northwestern Mutual's 
new Quantity-Earned Savings (QES) pro- 
vides greater-than-ever savings on all types 
of policies, $5,000 and up. Ask your North- 
western Mutual agent about the new QES. 


KARSH, OTTAWA 


The NORTHWESTERN MUTUAL 2/6 Asurance Company 


MILWAUKEE, WISCONSIN 





AS ADVERTISED IN TIME AND NEWSWEEK 
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Southland Life Changes 

Kenneth B. Skinner, CLU, vice presi- 
dent and agency director, announces the 
following changes in Southland Life’s 
agency organization. Guy R. Cannon, 
formerly Dallas-based field assistant, has 
been named manager of the company’s 
Little Rock Agency. Jerry Thompson, 
agent at Dallas, has been appointed field 
assistant and will assume his duties Sep- 
tember 1, working out of the Dallas home 
office. Carl E. Waychoff and Buck 
White, both field assistants formerly 
operating out of Dallas, have been trans- 
ferred to new areas in the same capacity, 
effective August 5. Mr. Waychoff will 
be stationed at Houston, serving as field 
assistant for the southern part of Texas. 
Mr. White was transferred to Midland, 
from which base he will operate as field 
assistant in west Texas and New Mexico. 






Endler Hawaiian Agency 


Assoc. Manager, Prudential 

Appointment of Rudy Endler as asso- 
ciate manager for the Hawaiian agency 
of the Prudential Insurance Co. was an- 
nounced by Howard Miller, director of 
agencies. Mr. Endler was formerly a 
company training consultant in the west- 
ern home office, Los Angeles. 

A native of Austria, Mr. Endler served 
with the U. S. Coast Guard in the Pa- 
cific, Mediterranean and Atlantic the- 
atres during World War IT. He began 
his association with Prudential as an 
agent in Fresno, Calif. in 1949. Following 
advancement to division manager there 
four years later, he was brought to the 
western home office as a training con- 
sultant last year. Mr. Endler is a mem- 
ber of the National Association of Life 
Underwriters, Veterans of Foreign Wars, 
Amvets, Masons and Shriners. 


Appoints Wm. L. Williams 

Connecticut General Life has ap- 
pointed William L. Williams as Group 
service representative at its district office 
in Garden City, Long Island. Group in- 
surance operations for the Long Island 
area are under the over-all direction of 
John V. Whiteside, Group manager, with 
headquarters at the company’s Broad- 
way, New York City, office. 

Mr. Williams, who has been a Group 
service representative for the company 
in New York City, is a graduate of 
E ee College, Boston, and is captain 
in the U.S. Marine Corps Reserve. Mr. 
and Mrs. Williams make their home in 
Roslyn Heights. 

Personal insurance, on an_ individual 
basis, is also offered through the Gar- 
den City office. Robert Dixon is district 
manager. 






Northwestern National Has 
59% July Sales Increase 


Sales of individual life insurance poli- 
ies totaling in excess of $20,000,000 
made this past July the largest in his- 
tory for Northwestern National Life of 
Minneapolis, John S. Pillsbury, Jr., pres- 
ident, reported. The month’s sales were 
59% higher than for July a year ago. 

The company dedicated July to its 400,- 
000 policyowner families and placed spe- 
cial emphasis on hel Iping existing policy- 
owners review their life insurance by 
bringing it into line with changing fam- 
ily and economic conditions, 

The company’s top agency for the 
month was White & Odell, the Minne- 
sota state agency. with Ordinary pro- 
duction of over $5,300,000. The Preston 
Agency, covering Montana, was second. 


Brooks, Moran, Holsten 
Advanced by N. Y. Life 


Three promotions have been announced 
in the Group department of the New 
York Life. Edwin P. Brooks and Joseph 
W. Moran have been named assistant 
vice presidents. Fred H. Holsten has 
been named Group actuary. 








The Crusade for Freedom Award, presented to the Acacia Mutual Life for 
exceptional service in the fight against aggressive Communism, 


(left) at ceremonies held recently in Washington. 


is accepted by 
President Howard W. Kacy 
Crusade for Freedom officials, 
McManus (center), general Crusade chairman for the national capital 
Williams (right), 


who took part in the presentation ceremony, 


a, and Undersecretary of Commerce Walter national Federal 


Against Communism” previous to this one. Acacia’s booklet, 
supplied to numerous community 
and patriotic organizations, , schools, business concerns and labor groups. 


More than ten million copies have been distributed since it was first printed in 1954. 





An Juternational 
Life Company 





Serving the holders of 
two million policies 
from coast to coast 

in North America and in 


25 other countries. 


$7 BILLION INSURANCE IN FORCE 


SUN LIFE ASSURANCE COMPANY OF CANADA 














A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company Management Problems 


500 - 5th Ave., New York 36, N. Y. 
Telephone: LOngacre 3-1774 











Acquires Canadian Company 

Ottawa—The 43-year-old Canadian Fi- 
delity Life Assurance Co., Regina, Sask., 
has been acquired by the British com- 
pany, Friends Provident & Century Life 
Office, London, England, with the latter 
acquiring 51% of the capital stock. Hold- 
ers of remaining shares have been asked 
to accept a $120 per share. 

One of the largest underwriters of 
Ordinary life insurance and Group pen- 
sion business in the United Kingdom, 
the British company is making its first 
entry into Canadian life insurance busi- 
ness by this action, though the company 
operates three non-life subsidiaries in 
Canada, namely, Century Insurance Co., 
Anglo-Scottish Insurance Co., and Pa- 
cific Coast Fire Insurance Co. 


Union Central Increases 


Union Central Life’s sales of personal 
life insurance during the past month 
were the greatest of any July in the 
company’s 90-year history. Sales of indi- 
vidual life insurance policies during July 
totaled $17,638,708, an increase of ap- 
proximately three and_ three-quarter 
millions over July, 1956. 

The company’s personal life insurance 
sales for the first seven months of this 
year amounted to $120,028,628, an in- 
crease of 14.75% over the same period 
of 1956. 

Union Central also sold $9,688,609 in 
Group life insurance during July. The 
company’s sales total, including Group, 
for the first seven months of 1957, was 
$176,971 ,439. 


Marketing Institute To 
Begin 11th Year Sept. 9 


The Institute of Insurance Marketing, 
Southern Methodist University, Dallas, 
will begin fall classes in its 11th year of 
operation with the opening of basic 
class 41, September 9. 

1691 students have enrolled in basic 
class, 687 have taken both basic and 
senior. These sudents represent 187 dif- 
ferent companies and come from 43 
states, Hawaii, Mexico, Guatemala, Can- 
ada, Puerto Rico and the P hilippines. 

Faculty members include Charles E. 
Gaines, CLU, director; John W. Peter- 
son and Perry Miller, associate direc- 
tors; assisting instructor, Dr. Harold 
Weiss and prominent guest lecturers. 

To enroll: write Institute of Insurance 
Marketing, Southern Methodist Univer- 
sity, P.O. Box 178, Dallas. 


Mutual Trust Expanding 
West Coast Operations 


As part of its continuing expansion 
program on the west coast, Mutual Trust 
Life, Chicago, has appointed Dennis R. 
Apperson general agent in Spokane. 

A long-term resident of Spokane, Mr. 
Apperson has devoted his entire business 
career to the field of sales. In 1955, he 
entered the life insurance business and 
has been a successful personal producer 
since that time. He is a member of the 
Masonic Lodge of Spokane and of the 
Spokane Press Club. 


Andrew J. Rebholz Dead 


Andrew J. Rebholz, 72, founder and 
president of Rebholz Insurance, Inc., 
Milwaukee, Wis., died August 2 after a 
long illness. He had been in Milwaukee 
insurance field about 50 years and 
founded the company in 1932. 
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Which figure is the smaller? 


ANSWER BELOW. 


With insurance policies, too, 
there can be “optical illusions” 


ERHAPS a quick look had you convinced 

that the top figure is smaller than the other. 
Look again. The two are exactly the same 
size. 

Your prospects can sometimes make this 
same mistake when they’re considering insur- 
ance policies. For example, they may see a 
“special” label on a particular policy and 


assume that its cost is necessarily smaller. 


As with any optical illusion, of course, it’s all 


a matter of knowing how to look at it. 


That’s why it takes an experienced agent 
to spell out the overall benefits of a policy. 
A close look will show New England Life con- 
sistently competitive — on any basis you 
want to consider. And that includes cost, as 
well as the remarkably liberal provisions of 


our contract. 


NEW ENGLAND 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA — 1835 
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Left to right—Admiral J. L. McCrea, L. Douglas Meredith, George Willard Smith 


Three prominent insurance men _ ot 
New England were passengers on the in- 
Angeles non-stop 


August 1. They 


Boston-Los 
airflight of 


augural 
commercial 
chairman, 


were George Willard Smith, 

New England Life; Admiral J. L. Mc- 
Crea, vice president, John Hancock; and 
L. Douglas Meredith, executive vice 


National Life of Vermont. 
American Air- 


president, 

The flight, 
lines, took Mr. 
of 25th 
Hays agency in that city. 

Messrs. Meredith and 
those honored by 


made by 
Smith to the observance 
anniversary of Los Angeles 
McCrea 
Angeles 


were 


among a Los 


Chamber of Commerce reception upon 


their arrival in that city, and both 
attended a Los Angeles Rotary Club 
luncheon on Friday, August 2, where 


Mr. Meredith eae the speaker. The 


latter, president of the New England 
outlined New England’s recent 
(Angeles 
group, and in the course of his talk 
made a proposal that due to the grow 
ing nearness of the east and west coasts, 
transportation and communications-wise, 
that the present four time zones in the 
(United States be reduced to two. 


Council, 
industrial progress to the Los 


Uncle Francis 


Jefferson Standard Marks 
50th Anniversary i in Texas 


The aitieth anniversary of the Jet- 
ferson Standard Life was observed in 
San Antonio, with O. P. Schnabel, agency 





manager, and Mrs. Schnabel hosts to 
76 people, including local agency force, 
othice staff, agents from the surround- 
ing territory and members of their fam 
ilies, and guests 


\ barbecued ch 


icken dinner was served 


on the lawn of the Schnabel home 
Among those attending, who have the 
longest connection with the company 


were A. G. 
signed the first 


Janzen, 41 years, having 
contract west of the 
Mississippi; G. G. Snow, 35 years; W. 
J. Schnabel, 30 years. O. P. Schnabel, 
has been with the company 35 years 

Service pins were presented to Patrick 
J. Fogarty, 10 years; Ralph Gardenas, 
10 years; Leon McMahon, five years; 
and E. F. Gillam, cashier of the San 
Antonio agency for 15 years, 

The early history of the company was 
reviewed by Karl Ljung, vice president 
company and Miss 


of agencies of the 


Mary 


Taylor 


Erskine N. White Elected 
Director of John Hancock 


Boston—The election of Erskine N. 
White, president of New England Tele- 
phone and Telegraph Co. to the board 
John Hancock Mutual 
Paul F. Clark, 


of directors of 
Life was announced by 
chairman, 

Mr. White’s service in the Bel] Sys- 
tem began with the American Telephone 
and Telegraph Co. in 1923, and he 
the New England Company in 
1929. In 1941 he went to Washington 
as assistant director in the Office of 
Production Management. Following his 
government service, he served in vari- 
ous executive capacities with the com- 
pany, being elected president in March, 
1956. 

Mr. White is a director of the First 
National Bank of Hi. P. Hood 
and Sons and the Sanborn Co., and is 
a corporator of the Warren Institution 
for Savings. He is chairman of the 
board of trustees of Huntington School 
Peter Bent Brigham 
Hospital, the Winchester Scholarship 
Fund, the Winchester Visiting Nurse 
Association and the Suffolk Savings 
3ank for Seamen and Others. 


joined 


3oston, 


and a trustee of 





Personal 
Insurance 


Protection 
Is His 


PROFESSION 






The BMA fieldman represents a Com- 
pany which offers to its clients a full line 
of personal insurance services to take 
care of every individual need. 


His qualifications as an expert in per- 
sonal insurance protection are backed by 
a Company with more than one and a 
quarter billion dollars of life insurance in 
force, and 48 years’ experience in the 
field of accident and health. 


His services include hospitalization, 
major medical expense for individuals 
and groups, retirement income, educa- 
tional, mortgage and other comprehensive 
plans. In fact, the BMA fieldman offers 
personal insurance protection of all types 
to people in all walks of life. 


Guy) = 


Business MEn’s ASSURANCE 


mete Station Plaza * Kansas City 41, Mo. 


LIFE INSURANCE e ACCIDENT AND HEALTH e MAJOR MEDICAL EXPENSE 
HOSPITALIZATION @ ANNUITIES e GROUP PLANS e REINSURANCE 








THE LEE NASHEM AGENCY 


#1 in U.S.A. in July 1957 
#3 in U.S.A. for 1957 to date 


It pays to do business with an Agency 
that is going places. Why not call us 
when you have a brokerage case. 





AGENCY 


NASHEM 


LEE 





Mutual Benefit Life Insurance Co. 
of Newark, N. J 





Actuary Group Division 





EDWARD J. O’BOYLE 


Republic National Life, Dallas, has 
appointed Edward J. O’Boyle as assis- 
tant vice president, being also actuary, 
Group division, according to George R. 
Jordan, senior vice president in charge 
of Group division. 

Mr. O’Boyle has had more than seven 
years’ experience in the life insurance 
field, working in the actuarial division of 
Liberty Life, Greenville, S. C., and with 
Group division of Security Life & Acci- 
dent, Denver. He is a member of the 
Denver Actuarial Club. As actuary, Mr. 
O’Boyle fills a new position in Republic 
National Life’s expanding Group division. 


Companion Life’s Paid-for 


Ahead 20.8% for Six Months 


Companion Life of New York reports 
a gain of 20.8% in paid-for new Ordinary 
business for the first six months of 1957, 
producing $5,778,151. Its total insurance 
in force as of June 30 was $146,291,327 
and its assets now total $5,255,944. 

The company anticipates that it will 
have a family plan policy ready by 
September to introduce to its field force. 
It is also revising its application forms 
so as to make it easier and quicker for 
the agent to fill out the application. 
While each type of application will be 
similar in format, color will be used to 
distinguish one from the other. 

During the year Companion Life has 
set up an entirely new agent training 
program which ‘has been enthusiastically 
received. The first training school was 
recently held at Pocono Manor, Pa., 
where 16 agents received five days of 
concentrated basic life insurance train- 
ing. Already the production of these 
agents has increased appreciably. The 
second training school will be held in 
September at the Berkeley-Cartaret 
Hotel, Asbury Park, N. J. 

The company recently observed its 
eighth anniversary. 
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Some insurance 


consoles you \atet- 
Equitabie’s 


Living insurance 
can be your 
best friend now: 


Living Insurance 
a Equitale 


Another good r : we 
eason why pe 
The Man from Equitable Poet 





Living Insurance by Equitable 


The Equitable Life A 
ssurance Society of the U, S 
. S. « 393 Seventh Avenue, N 
, New York 1, N. Y, 
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Because of irritation over the years 
felt by persons attending insurance con- 
ventions growing out of unsuccessful at- 
tempts to read names and accompanying 
identification on badges the staff of The 
Eastern Underwriter has been keeping 
a close tab on these badges in order to 
give its opinion of a model one. This 
paper has decided that Northwestern 
Mutual Life at its meeting in Milwau- 
kee latter part of July of the company 
Association of Agents (held in connec- 
tion with the Northwestern Mutual’s 
centenary) had the perfect badge. It 
contained the name and address of the 
delegate or guest in type so large and 
on background so clear that everybody 
could read it. In the case of the women 
at the convention these badges were 
attached to a chain worn over their 
shoulders. In accompanying cut, Edward 
G. Baer of South Bend, Ind., associated 
with H. L. Cramer general agency, is 
shown wearing the convention badge. To 
make it even easier to read he should 
have pinned it to right shoulder of his 
lapel. 

At many conventions it is almost im- 
possible to read the badges. They can’t 
be deciphered at all if on a colored back- 
ground. This results in situations of 





BAER 


EDWARD G. 


trying to decipher the name or other 





considerab'e embarrassment. A conven-_ identity and a coolness results as one 
tioneer meets another whom he hasn't man learns another doesn’t know who 
seen im four or five years, is detected he is, but should. 

414 BILLION INS. IN FORCE . 

$41 Continental Assur. Names 


Reached by Continental Assurance on 
June 30; Net Gain From Ins. Oper- 
ations $2,114,227 in First Six Months 
Continental Assurance reached life in- 
surance in force of $4,500,000,000 on June 
30, 1957, it this week by 
Chairman Roy Tuchbreiter. This was an 
December 31, 1956, of 


was disclosed 
increase since 
$230,357,545. 
For the first half of 1957 the net gain 
insurance operations was $2,114,227 com- 
pared with $3,490,282 for the same period 
in 1956. Claims 
than last year. Mr. Tuchbreiter pointed 
out that the greater part of the decline 
($975,000), 


requirement 


were somewhat higher 


to the legal 
additional 


however, was due 


for setting up 
policyholders’ reserves based on existing 
reflect the 
mortality on 


state laws which do not yet 


substantially improved 


which the company’s new low premium 
rates are based. 
No additional reserves, he said, were 


necessary in the first half of 1956 because 
premium rates were not effec- 

October 1. The 
these additional reserves will be required 
Mr. 


are not 


the new 


tive until creation of 


Tuchl 


essential to the 


state laws are modernized. 
yreiter explained that they 
sound operation of the 
they 


surplus. In the 


business and that will be restored 


gradually to meantime 
operating earnings will be affected tem- 
porarily, 

At June 30, 1957, the company’s capital 
$50,396,774, an in- 
of $1,973,- 
include the 
$9,776,402 
while a mandatory reserve and shown as 

liability, 
the 


funds amounted to 
December 31, 


This does not 


crease since last 
840. 


valuation 


security 
reserve of which, 
is in effect additional surplus 
benefit of Ad- 
were 
De- 


for policyholders. 
mitted assets on June 30, 1957, 
$488,948 252, an increase last 
cember 31 of $32,322,317. 

The 
ance have declared the regular quarterly 


since 


directors of Continental Assur- 
payable 


shareholders of 


dividend of 25 cents per share 
September 30, 1957, to 


record September 16, 





J. B. Marks in Binghamton 
Marks, Binghamton, N. Y., 
appointed agent by 
Chicago, as a 


Josef B. 
has been general 
Continental Assurance, 
further step in the expansion of its New 
York operations. 

Mr. Marks entered the insurance field 
in association with his father, Norman 
G. Marks, who has been in the seneral 
insurance business more than 30 years. 

An officer in the Navy Reserve, Mr. 
Marks is vice president of The Young 
Adult group of the Jewish Community 
Center and belongs to the Junior Cham- 


ber of Commerce. 

His education includes a B.A. degree 
from Harpur College and an M.B.A 
degree from Syracuse University. 


HEADS PRUDENTIAL DISTRICT 

Appointment of Robert Blakeney as 
head of The Prudential’s Mid-Valley 
district office in Scranton, Pa., has been 
announced. 

[r. Blakeney joined Prudential as an 
agent in 1946 and in 1950 he was pro- 
moted to a staff managership. He was 
subsequently promoted to training con- 
sultant and since 1953 was assisted in 
training field sales personnel. 


He is a past president of the Lakeland, 
Life Underwriters Association and 
classes. 


N..J: 


is an instructor for LUTC 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 

















~ NN WW OS SY ee Y SYN 


WEGHORN 
IS GOOD 
FOR LIFE 


Representing 
"Canada Life’’ 


SAIS AY PY DAII YY YYYYYW”™ WI” 


Vw SAY 






PADNINOW Ee 





Figg OS Aen Bn- OO Be VANE YU AS SAL SOF 


Nn 





Prudential Group Changes 
Made in Western Field 


Three Group insurance promotions in 
the west have been announced by Ed 
Yay, vice president in charge of western 
operations for The Prudential. 

John W. Jessup, appointed 
Group manager of the company’s Denver 
Group insurance office, will be in charge 
of Group insurance operations in Mon- 
tana, Wyoming, Colorado and the north- 
eastern ‘half of New Mexico. He joined 
Prudential in 1950 as a trainee in the 
Los Angeles Group office. 

Delbert W. Hamilton has been named 
district Group manager at Prudential’s 
Seattle Group office. He began his asso- 
ciation with the company in 1948 at the 
western home office. Following succes- 
sive promotions he was transferred to 
Seattle in 1954 as a Group service repre- 
sentative. 

Richard G. Merrill, employed by the 
company since 1954 at the western head- 
quarters, was named to succeed Mr. 
Hamilton as Seattle Group sales repre- 
sentative, 


district 


Mutual Trust Manager 

Mutual Trust Life, Chicago, announces 
the appointment of Robert C. Spearing 
as manager in Waterloo, Iowa. 

Mr. Spearing is a graduate of the 
University of Iowa and has done grad- 
uate work in the field of business ad- 
ministration. His entire business ex- 
perience has been in life insurance, in 
both personal production and mana- 
gerial work. He is a member of the 
Junior Chamber of Commerce, the 
Masons and the Eagles. 








General Agency opportunities available! 


When you need a little extra on the 
ball, something that is distinctly dif- 
ferent, something that strikes out your 
competition — call Postal! 


Our Ordinary and Group plans are 
flexible, can be issued to meet those 
“different” cases that require special 
handling, often liberal underwriting. 








LIFE 
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MUTUAL TRUST LIFE 
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Best’s Publishes Digest 
Of Insurance Stocks 


The Best Digest of Insurance Stocks, 
for over a quarter of a century an au- 
thoritative insurance stock guide, has 
just published its 1957, or 27th annual 
edition. It provides coverage of an in- 
vestment field of particular interest to 
those seeking both secure income and 
long term growth potential. Also mer- 
gers and multiple-line expansions, cur- 
rently reflecting the philosophy of broad 
diversification sweeping the insurance 
field. 

The 1957 digest substantially increased 
content, offers detailed exhibits for 

5 fire-marine and casualty-surety com- 
fa sa 27 life insurance companies, and 
several holding corporations, all selected 
from the much larger numbers of such 
companies in operation, as those in 
which insurance stock-holders are most 
likely to be interested. 

In addition to authoritative analyses of 
market performances, the digest pro- 
vides lucid information on current ac- 
tivities of actively traded firms, such as 
growth and distribution of premium vol- 
ume, loss and expense ratios, current 
dividend rates and distribution plus ac- 
tual market value of invested assets. 

This reliable contemporary view is 
reinforced with historical information 
covering a ten-year span, embracing 
adjusted book (liquidating) values, di- 
vidends, underwriting profits, premium 
reserves equity, net investment income, 
and capital gains and losses. All studies 
of leading insurance groups are on a con- 
solidated_ basis. 

Best’s Digest of Insurance Stocks costs 
$15.00 per copy and may be ordered from 
the New York office of Alfred M. Best 
Co., 75 Fulton St., New York, or from 
branch offices in Atlanta, Boston, Chat- 
tanooga, Chicago, Cincinnati, Dallas, Los 
Angeles or Richmond. 


When you need a “‘different’’ pitch —try Postal! 


Our contracts for Brokers are unusu- 
ally liberal — no minimums, no penal- 
ties. Your renewals are fully vested. 
You can qualify for our free Group 
insurance and continuous service fees! 
Single case contracts, too! 


Contact one of our General Agents 
today! 


Postal Life of New York 





GEORGE KOLODNY, President « 511 FIFTH AVE., N. Y. 17, N. Y. 
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What is the 


... Quality Business? 


Few aspects of our business have been studied so thoroughly as quality business. We 
know what it is, how it is written and why it is good. But the make-up of the man 
who writes it—the Field Underwriter who year after year turns in a record of high 
quality business—continues to be an unknown quantity. What is the ‘“‘“X” factor, the 
intangible spark, that separates him from the average life underwriter? 


There is no pat answer to this question. Certainly the caliber of the man who is 
selected for a life underwriting career is important. So too is the amount and quality 
of training that he receives. The atmosphere in his agency, the attitude of home office 
management, the “tools” he has to work with—all are part of the answer. 


Whatever that elusive ‘““X” factor is, the man who has it finds a ready market 
for his product—and the business he writes is high quality business. 


This year, 14,500 life insurance men — more than ever before — won the in- 
dustry’s recognition for high quality business, the Nationa] Quality Award. Within 
Home Life’s own organization, 81% of those eligible won the award this year. We 
salute them for the achievements that make Home Life truly “a quality company.” 








HOME LIFE’S QUALITY RECORD 


@ 81% of Home Life’s eligible field men are National Quality Award winners. 

@ 21% of those eligible by length of experience hold CLU degrees. 

@ $13,220 was the average policy sale in 1956—$14,752 the average during the first half of 1957. 
@ Two out of every five new policies come from repeat purchasers. 


@ More than 65% of Home Life business has a cash binder with the application. 


@ Two-thirds of new purchasers use annual or semi-annual premiums. 





HOME LIFE INSURANCE COMPANY 
253-6 BROADWAY, NEW YORK, N.Y. 


ra G : ? ” 
William P. Worthington A Career Underwriters’ Company John H. Evans 


President Vice President — Sales 
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Joins Union Central’s 
Sales Promotion Staff 


GENE WILLIAMSON 


Gene Williamson has joined the home 
office sales promotion staff of Union 
Central Life as a copywriter. One of the 
best known advertising writers in Cin- 
cinnati, Mr. Williamson’s work has been 
widely used by Union Central repre 
sentatives for the past few years 

\s a member of the copy staff of the 
company’s advertising agency, Mr. Wil- 
liamson wrote the executive plan pre- 
sentation, the recently released personnel 
plan brochure, the “Right Di 
Union Central’s 


incentive 


rection” booklet and 


trade publication advertisements for the 
past three years. 

\ native of Hampton, Va., Mr. Wil 
liamson attended William and Mary Col- 
lege and the University of Cincinnati. 
After college he joined the staff of radio 
station WKRC, Cincinnati, as continuity 
After 15 months in this position, 


writer. 
he moved to the advertising department 
of the John H. Shillito Company, large 
Cincinnati department store. He then 
was engaged by the Ralph H. Jones 
Company, advertising agency, where he 
wrote advertising for all media. 





Indianapolis Life Names 


James Felker in Fort Worth 
James Felker has recently been ap- 
pointed general agent in Fort Worth, 
texas, for Indianapolis Life, according 

Agency Vice President Arnold Berg. 
Mr. Feiker will occupy the Indian- 
apolis Life office in the Waggoner Build 
Fort Worth, which has been the 
ocation of Malvern Marks, Indianapolis 
Life's representative in Fort Worth since 
1922, Mr. Marks, who is retiring as 
general agent, will continue in personal 
production and will continue to serve 





his clientele 

A veteran of the Naval Air Service 
from 1942 to 1950, Mr. Felker continues 
to be a member of the Naval Reserve, 
and he also is active in the Reserve Offi- 
cers Association in Fort Worth. Active 
in life insurance sales work since 1954, 
Mr. Felker is a graduate of Texas 
Christian University. 

Mr. Marks has been one of Indian- 
apolis Life’s leading salesmen in Texas 
ever since he joined the company in 
1922 Active in civic and community 
affairs, he long has been active in the 
national affairs of DeMolay in which 
he held the highest national office, and 
he has served as president of the Fort 
Worth Music Association for more than 
20 years. 





General American Using 


° 
“Recommendation” Forms 
The General American Life has dis- 
tributed to full-time members of its field 
force, a folio containing 13 new “Recom- 
mendation” forms for the company’s key 
policies and supplementary benefits. The 
new selling aids enable fieldmen to 
recommend clearly, concisely, forcefully, 
the company’s various forms of coverage. 
Each recommendation sheet hits the 
high spots of a coverage in clear logical 
sequence, stating the protection, cash 
value, accumulated dividend and retire- 
ment benefits available under the plan. 
The recommendation sheets can be as- 
sembled into many combinations of pre- 
sentations. 

Sheets for adult policies include Econo- 
master (preferred risk), Insurance with 
Life Income, Term Insurance, Mortgage 
Redemption, Multiple Protection, Ordi- 
nary Life and Limited Payment. Those 
for child’s plans include Planolife, Ordi- 
nary Life and Limited Payment. Supple- 
mentary benefits proposal sheets cover 
Waiver of Premiums, Premium Insur- 
ance, Premium Insurance with Waiver of 
Premiums, Family Income Agreements 
and Accidental Death Additional In- 
demnity. 

The company 


already has colorful 


American United Life 
Reduces Annuity Rates 


American United Life of Indianapolis 
announces annuity rates have been re- 
duced, a life annuity with payments cer- 
tain for 10 years is now available in 
addition to the forms previously offered, 
and larger maximum amounts are now 
obtainable. 

Sample rates for $10 per month at Age 
60 are: 

Male Females 
Late-no refund’. ..< 222 $1,775.30 $2,016.50 
Life, instalment refund. 1,996.10 2,172.50 
Life, 10 yrs. certain.... 1,854.60 2,058.80 

According to L. S. Norman, American 
United actuary, the new rates result 


from higher yields on funds currently in- 


vested and recognition of the latest an- 
nuitant mortality levels and trends. 





modern proposal sheets for its unusual 
Masterplan policy. 

The new recommendation sheets are 
8% x 11”. Different colors, design, and a 
simple code system make selection easy 
for the field representative. The new 
recommendation sheets are designed 
for use in a white embossed folder con- 
taining information on General American 
Life. The sheets are equally suitable for 
one and two-interview situations. 


Kansas City Life Gains 


The biggest July in its 62-year-old his- 
tory is reported by Kansas City Life, 
making the seventh month of 1957 in 
which the volume of written business 
has exceeded any similar month of any 
previous year. 

A total of $11,385,621 of written busi- 
ness in July, 1957, exceeded by $1,327,- 
914 the previous largest July volume of 
$10,057,707 written in 1956—an increase 
of 13.2%. 

For the 48th consecutive year, Kansas 
City Life’s nationwide organization is 
celebrating its President’s Birthday 
Month. Agents in 39 states and the 
District of Columbia are engaged this 
month in a voluntary endeavor to pro- 
duce a record-breaking volume of busi- 
ness in honor of President W. FE. 
Bixby’s birthday, August 20. 

In conjunction with President Bixby’s 
birthday, Kansas City Life this month 
is completing construction on a _ new 
$2,500,000 addition to its home office 
which will double the floor space to a 
total of 170,000 square feet. The new 
addition comprises five stories 338 x 52 
feet at the rear of the original building, 
making a T-shaped structure occupying 
the center of a 10-acre tract with a 
3roadway frontage of approximately 600 
reet. 











Now...the more life insurance you buy 
the less you pay per thousand... with 


4-DIMENSIONAL 


Premium Rates 


Lincoln National's new 4-Dimensional life insur- 
ance rates are based on age, plan, insurability, 
and amount of insurance. The more you buy, the 


less you pay per thousand. 


to help its field men. 


The 


These new 4-Dimensional premiums are another 


reason for our proud claim that LNL is geared 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne 1, Indiana 
Its Name Indicates Its Character 
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Director of Group Sales 
For Mutual Benefit Life 





Greystone Studios 
JAMES P. MOLONEY 


The appointment of James P. Moloney 
as director of Group sales for Mutual 
Benefit Life of Newark, N. J., was an- 
nounced by Company President H. 
Bruce Palmer. 

A veteran life insurance man, Mr. 
Moloney was formerly manager of the 
regional brokerage and agency Group 
office in New York City for New York 
Life. Before this he had been manager 
of the Newark, N. J., district Group of- 
fice of New York Life. 

Mr. Moloney began his life insurance 
career in 1947 in the home office agency 
Metropolitan Life. In 
1949 he joined The Travelers as a Group 


department of 


sales representative and in 1951 he be- 
came district manager in Newark for 
New York Life. 

A member of the U. S. Naval Reserve 

during World War II, Mr. Moloney 
served as executive officer of the Camp 
Lenson Naval Supp!y Center on Guam. 
He entered the service in 1942 and was 
discharged in 1946 in the rank of lieuten- 
ant senior grade. He attended Hobart 
College and Manhattan College where 
he received his Bachelors Degree in lib- 
eral arts. 
_ Mr. Moloney is president of the Groun 
Supervisors Association of New York 
and has been a member of this organiza- 
tion’s executive committee since 1952. 
He is a member of the New York Cham- 
ber of Commerce and a former State 
Director of the New Jersey Junior 
Chamber of Commerce. 


LIAMA Book on Prospecting 


Training agents in sound prospectine 
methods, one of a manager’s most impor- 
tant functions, is the subject of a new 
book published by the Life Insurance 
Agency Management Association. How 
To Train Prospectors, authored by Wil- 
liam H. Whorf, formerly LIAMA direc- 
tor of schools, contains specific tech- 
niques aimed at training and motivating 
agents to use the material of their com- 
panies’ training programs. 

The book shows how to bring pros- 

pecting into all activities; how to build 
a sound prospecting attitude among 
agents; how to train agents in center-of- 
influence and nest pro:p2cting; how to 
get rid of poor prospects; and how to 
develop social mobility in agents. 
_ This 55-page management text was 
inspired by LIAMA research indicating 
that lack of training in prospecting is 
one of the major causes of agent failure 
and that frequently not enough emphasis 
Is given to this important phase of 
training. 





Connecticut Mutual Names 
C. H. Gibson District Agent 


Charles H, Gibson has been appointed 
district agent at the Connecticut Mutual 
Life’s new district agency offices in 
El Paso. 

As district agent, Mr. Gibson will be 
responsible for sales development in the 
El Paso area for the Connecticut Mu- 
tual. He will also continue to serve his 
personal clients. 

Mr. Gibson has represented Connec- 


ticut Mutual in El Paso since 1946. Dur- 
ing his 11 years as an agent he has 
received many company honors for his 
outstanding record. 

Active in civic affairs, Mr. Gibson has 
been cited several times for his leader- 
ship in the E] Paso Junior Chamber of 
Commerce. In 1949 he was selected the 
Outstanding Young Man of El Paso and 
in 1951 was designated one of the five 
Outstanding Young Men of Texas. He is 
past president of the El Paso Jaycees 
and the El Paso Community Chest. 


New Manager at New Orleans 

Charles W. Ziegler, III, has been ap- 
pointed manager of the New Orleans 
branch of Acacia Mutual Life. A life- 
time resident of New Orleans, he joined 
Acacia on following a 


July 29 year’s 
service as assistant manager with the 
local Mutual of New York office. Dur- 
ing his five years in the business, he 


has also held supervisory positions with 
New England Mutual and the John Han 
cock life insurance companies. 








MONY now offers 
“CHEAPER BY THE DOZEN”’ 
Life Insurance 








Yes, today, Mutual Of New York offers lower rates 
on larger amounts of insurance! 


Just about everything these days is 
“cheaper by the dozen.”” Almost every- 
where you shop, you can get lower rates 
on larger amounts. And now MONY 


Here’s a new 


save, just as they save when they buy the 
easy way to pay! 


larger-size package at a grocery store. For 
examples of premium savings, see table 


; ; } If your client has a regular 
below showing various rate reductions. - . 


checking account, he can 





brings this modern, money- 
saving principle to life insurance. 
Right now, on nearly all types 








of life insurance for individuals, 
MONY offers your clients reduced 
rates on policies with face amounts 
of $5,000 to $10,000, and an even 
lower rate when the policy is for 
$10,000 or more. Your clients 





arrange with many banks 

Policy Rate agony “y Yin 20 Yes" to have his monthly 
Face Amount Reduction Premi Premi premium of $10 or more 
deducted automatically. 

$ 5,000 $1.25 per $1,000 $ 62.50 $125.00 This new plan is called 
7,000 1.25 per 1,000 87.50 175.00 “MONY-MATIC,” and it 
10,000 2.00 per 1,000 200.00 400.00 actually costs Jess than the 
15,000 2.00 per 1,000 300.00 600.00 usual method of paying 
20,000 2.00 per 1,000 400.00 800.00 premiums by the month. 
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THE MUTUAL LIFE INSURANCE COMPANY OF NEW YORK, NEW YORK, N. ¥. 





WEATHER STAR SIGNALS ON 
TOP OF OUR HOME OFFICE 


Orange..:....Cloudy 
Orange flashing. .Rain 
White flashing. . Snow 











Life Insurance —Accident and Sickness —Hospitalization — 
Retirement Plans... FOR INDIVIDUALS AND EMPLOYEE GROUPS 


MONY offices are located throughout the United States and in Canada. 


MONY TODAY MEANS MONEY TOMORROW! 





This exciting MONY news appearing in 
LirE, Loox, READER’s DicEest, TIME and 
NEWSWEEK will reach 1 out of every 3 
families in the U.S.A. 


AGENTS! BROKERS! 


For further information call 
your nearest MONY office! 
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Advanced to Supervisor 





JOHN VELIS 


John Velis, who has been with John- 
son & Adams, Inc., Washington, D. C. 
general agents for Continental Assurance 
since 1953 and in the insurance field 
since 1950, has been promoted to Life 
and Pension Department supervisor. 
Graduate of Purdue University Life In- 
surance Marketing Institute, he is active 
in Washington Life Underwriters Assn. 
and is a vice president of Washington 
Chapter of Optimists International. 


Made Brokerage Manager 





CARL H. HARR 


Manufacturers Life of Toronto has 
appointed Carl H. Harr brokerage mana- 
ger of the Baltimore branch office. 

Mr. Harr brings twenty years of ex- 
perience in the insurance and investment 
fields to his new position in Baltimore. 
He is a veteran of the U. S. Army and 
S. Mari- 
time Service. A graduate of the Taylor 
School of Business Administration in 
Philadelphia, he also attended the Whar- 
ton School of the University of Pennsyl- 
vania. For the past nine years Mr. Harr 
has served as a special representative in 

3altimore and the surrounding area for 
one of the nation’s leading life insurance 
companies. As brokerage manager he 
will be responsible for the further devel- 
opment and expansion of the company’s 
brokerage business in Baltimore and 
vicinity. 


a former staff officer in the U. 


R. W. Harvey Elected 
2nd V. P. Prudential 


T. A. ALLSOPP GETS NEW DUTIES 








J. R. Reynaud Riiseiities Genzral Man- 
ager at Houston; Other Staff 
Changes Made 


Elections to six key posts in The Pru- 
dential were announced by Carrol M. 
Shanks, company president. 

Robert W. Harvey, executive general 
manager of administration, Southwestern 
home office, was elected a second vice 
president and assigned to the planning 
and development department, home of- 
fice. He succeeds Thomas A. Allsopp, 2d, 
second vice president, transferred to 
district agencies to assist in the super- 
vision of that department. 

J. Robert Reynaud, director of meth- 
ods in the general office administration 
department, was named executive gen- 
eral manager, to take Mr. Harvey’s place 
in Houston. 

John J. Marcus, assistant actuary in 
the actuarial and new business depart- 
ment, was named an associate actuary. 

Frank H. David, associate actuarial 
director, was named an assistant actuary. 

Frank Kaepplein, Jr., and Clifford H. 
Whitcomb, both assistant directors of 
accounting: in the comptroller’s depart- 
ment, were named assistant comptrollers. 

In addition, Mr. Shanks announced 
that J. Joseph Bates, associate director 
of Group underwriting, has been pro- 
moted to director, and that Francis W. 
Evans, associate director of sickness and 
accident insurance underwriting, has 
been promoted to director. 


Careers of Men Advanced 


Mr. Harvey joined the company in 
1940, following his. graduation from Har- 
vard University. During World War II 
he was a captain in the Air Corps. He 
became a Fellow of the Society of Actu- 
aries in 1947. He was promoted to gen- 
eral manager and assigned to Houston 
in 1950. He was peers to executive 
general manager in 1953. 

Mr. Reynaud joined P rudentiz ul in 1929. 
He was promoted to associate general 
manager and transferred to Southwest- 
ern home office in 1952. He returned to 
Newark as director of methods in 1956. 
He lives at 237 Franklin Street, Bloom- 
field. 

Mr. Marcus, a graduate of Brooklyn 
College, did graduate work in actuarial 
science at the University of Iowa, and 
in 1941 joined Prudential. He was elected 
an assistant actuary in 1951, and is a 
Fellow of the Society of Actuaries. He 
lives at 96 Fernwood Road, Summit. 

Mr. David joined Prudential in 1948 
and was promoted to associate actuarial 
director in 1955. He too is a Fellow of 
the Society of Actuaries. He lives at 
125 Northfield Avenue, West Orange. | 

Mr. Kaepplein came to Prudential in 
1947, after graduating from Harvard 
University. He was promoted to assistant 
director in 1955. He is a veteran of World 
War II and of the Korean War. He 
lives at 55 Harvard Road, Fair Haven. 

Mr. Whitcomb was graduated by “a 
nell University in 1947, earned an M.B.A 
there in 1948, and then joined Pruden- 
tial’s comptroller’s department. He was 
promoted to assistant director in 1955. 
He lives at 15 Sherwood Drive, New 
Providence. 

Mr. Bates has been with the company 
since 1928 and has held positions in the 
actuarial and Group insurance depart- 
ments. He was promoted to associate 
director of Group underwriting in 1954. 
He lives at 58 Winding Way, Morris 
Plains. 

Mr. Evans, a graduate of Dartmouth 
College, was with a New England insur- 
ance company before becoming a mem- 
ber of Prudential’s S. & A. staff in 1951. 
He was promoted to associate director 
in 1952. He lives at 20 Claremont Drive, 
Short Hills. 


Mutual-United of Omaha 
Make Agency Changes 


CLIFTON RETIRES AFTER 34 YRS. 


Succeeded by E. S. Adams as Wichita 
General Agent; New Posts for Cram 
and Schmid Also 

Three recent agency changes are an- 
nounced by Mutual and United of 
Omaha: 

E. S. Adams, Jr., has been named gen- 
eral agent for the Wichita office in 
Kansas, replacing Bert Clifton who re- 
tires after 34 years’ service with the 
companies. 





John B. Cram, former general agent , 


in Salina, Kansas, has been transferred 
to Kansas City, Mo., replacing F. L. 
Stephens who is also retiring. Charles 
E. Schmid has wees appointed the new 
general agent in Salina. 

Mr. Adams has been with Mutual and 
United full-time since 1948, when he 
joined the L. Marcotte Agency in 
Omaha. He had worked as a part-time 
salesman for the companies while attend- 
ing the University of Iowa. From 1950 
to 1953, he served as life supervisor 
and later, assistant manager, of the R. B. 
Condon Agency at Louisville, Ky. Since 
1953 he has been assistant manager and 
director of agencies for the F. T. Van 
Urk Agency in Philadelphia. 


Doubled A. & H., Life Production 


Mr. Cram joined the companies in 
1938 as a salesman for the Gordon 
McCown Agency in Manchester, N. H., 
becoming assistant manager in 1948, 
After serving with the home office sales 
division as a regional sales training di- 
rector, he was made general agent in 
Salina in 1954. During his three years 
as head of the Salina office, Mr. Cram 
doubled the agency’s production in both 
A. & H. and life insurance. 

Mr. Schmid taught school in Indiana 
and Iowa prior to joining Mutual and 
United in 1953 as an associate on the 
home office sales division staff. His 
previous. management experience  in- 
cludes service as district manager of 
the Pittsburg, Kansas branch office and 
as district manager at Greensboro, N. C. 





Equitable Society Issuing 
Family Security Policy 


A Family Security policy has been 
brought out by Equitable Society. A 
national advertising campaign in news- 
papers, magazines and radio to introduce 
this policy is now being scheduled. 

The Family Security policy is available 
for face amounts of $3,000. $4,500, $6,000, 
$7,500 and $9,000 on the life of the .hus- 
band, with coverage for wife and chil- 
dren scaled accordingly. The maximum 
limit is three units, corresponding to a 
face amount of $9,000 on the husband. 

Each unit of the new policy provides, 
for example, a $3,000 face amount. of 
endowment insurance on the husband 
and $1,000 of endowment on the wife. 
Maturity date is the policy anniversary 
nearest the husband’s 65th birthday. In 
addition, $1,000 of Term insurance is 
provided on the life of each child until 
his 25th birthday, or the endowment 
maturity date of ‘the policy, if earlier. 

Children under 18 when the policy is 
issued, are eligible for coverage and chil- 
dren born after that time are automa- 
tically covered. Coverage begins after a 
child is 14 days old. Each child may con- 
vert his Term insurance at date of ex- 
piration without medical examination and 
for a maximum amount equal to five 
times its expiration value. 


Asst. Pye Manager 

Occidental Life of California has ap- 
pointed Joseph P. McGhan, Jr., assistant 
brokerage manager in the Miami, Fla. 
branch office. Mr. McGhan has been an 
agent with Fidelity Mutual in Miami 
since March of 1955. A native of Florida, 
he is a graduate of University of Miami 
and served in the U. S. Air Corps for 
three years. He is a member of Miami 
Association of Life Underwriters. 





PASS ACTUARIES TESTS 

Eight home office employes of Massa- 
chusetts Mutual Life have been notified 
that they have passed examinations 
sponsored by the Society of Actuaries. 
Two of the eight, Alan C. Goddard and 
Edward F. O’ Donnell, completed the 
first five tests in the series of eight and 
became associates of the national or- 
ganization. The other successful ex- 
aminees included Harold G. Ingraham, 
Jr. Carroll H. Brown, Raymond E. 
Pearson, J. Ross Hanson and Raymond 
L. Crapo, previously designated asso- 
ciates, and John Petersen. 





your Mutual 


‘, Bene Hl 


more.” 


The extra service Mutual Benefit 
Life men give their clients pays off 
handsomely, in many ways. With 

a beautifully planned life insurance 
program clients get the most 

for every insurance dollar—so 
they’re really satisfied. And because 
they’re satisfied and tell others, 
Mutual Benefit Life men like 
Frank Ridge of Washington, D.C. 
find it a whale of a lot 

easier—and quicker—to build 
sound, profitable careers. 





The Mutual Benefit Life 
Insurance Company, Newark, N. J. 
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Mutual Benefit Leader 


Fabian Bachrach 
LEE NASHEM 


The Lee Nashem agency of Mutual 
Benefit Life, 110 East 42nd Street, New 
York, was the company leader in July 
with $1,569,000 of paid for business and 
is in the number three position for the 
first seven months of 1957 with a paid 
for total of $8,200,000. This record is 
even more remarkable in view of the fact 
that the average premium per $1,000 is 
$62.52 and the average policy is over 
$20,000. 

The 1957 year-end production quota 
was set at $12,000,000, a mark which the 
agency now expects to exceed by more 
than $1,000,000. This is the tenth 
year of the agency’s operation under 
Lee Nashem’s management, rising from 
the paid for total of $1,400,000 in 1947 
to its present annual level of $13,000,000. 

Four members of the agency are mem- 
bers of the Million Dollar Round Table 
and 15 full time representatives qualified 
to attend the compz any’s s national con- 
vention this week at White Sulphur 
Springs. 

A recent addition to the agency’s staff 
is Ralph Branca, former pitcher for the 
3rooklyn Dodgers, who is working with 
Cy Block, MDRT member, formerly 
with the Chicago Cubs, and Al Green- 
house, MDRT member and a CP 


E. Robert Efros Named 
E. Robert Efros has been appointed 
general agent in San Diego for Security- 
Connecticut Life, it was announced by 


Robert E. Aker, vice president. 

Mr. Efros served in the United States 
Air Force. He entered the insurance 
field in 1950 as an agent in Phoenix, 
Arizona, for The Prudential, later the 
Occidental. Prior to his affiliation with 
Security after moving to San Diego, Mr. 
Efros had his own agency. He has 
successfully completed LUTC Course and 
the Patterson Sales Clinic Course. 

A resident of San Diego, Mr. Efros 
is secretary of the YMCA Indian Guide 
and a member of the board of directors 
of the Lions Club. 


Raises Pension Plan Limits 

Massachusetts Mutual Life has an- 
nounced liberalized regulations in connec- 
tion with its Guaranteed Issue under- 
writing under Pension and Profit-Shar- 
ing Plans. 

The new regulations will provide, de- 
pending on the total volume of coverage 
and the average amount of insurance per 
life, for: 

(1) A maximum Guaranteed Issue 
limit of $25,000 on Groups of 25 lives or 
more, and 

(2) A maximum Guaranteed Issue 
limit up to $20,000 on Groups of 10 to 
24 lives. 


Guarantee Had 45% Gain 


Sales of new insurance for Guarantee 
Mutual Life of Omaha are up by 45.1% 
over the first seven months of 1956, ac- 
cording to J. D. Anderson, agency vice 
president. Mr. Anderson added, last 
year was previously the greatest sales 
year in the history of the company. 

The 56-year-old company’s young Ac- 


cident and Sickness department has also 
registered an outstanding gain of 27% 


I am proud to be President of a life insurance company 
offering field management and sales opportunities which 


over the first seven months of 
Guarantee Mutual entered the Accident 
and Sickness insurance field in 1948. The 
company, according to Mr. Anderson, has 
registered these gains despite the fact 
that the field force is made up of the 
same number of men as three years ago. 

The leading agency for the year to 
date is the Rotthaus Agency of Greeley, 
Col. with sales totaling $2,605,537. Gor- 
don Mackey, a representative of the 
Rotthaus Agency, is not only leading the 
company for July but is also the lead- 
ing agent for the year to date. 


Donald W. Wood’s New Post 


Donald W. Wood has been appointed 
general agent in Oklahoma City for 
Security-Connecticut Life, it was an- 
nounced by Robert E. Aker, vice pres- 
ident. 

Mr. Wood attended Oklahoma A. & M. 
and University of Tulsa and has served 
in the Army. He started his insurance 
career in 1951 when he joined the Na- 
tional Life and Accident as agent and 
later sup2rint-ndent. In 1956 he became a 
partner in the Tower Insurance agency 


a eS ae 
+ Vles Ome ts Daache oF Retacien. 1968. teceboagaes Wa pacar in 1944, Executive Vice President in 1952 and 
in 1954. ee ee eee ot he ne ee nee One ee eee 


a great team...a great future! 


I’m convinced are unparalleled in the industry today. 


Berkshire can boast of a tradition of 105 years of quality 
service and policyowner equity, operating within the trus- 
teeship requirements of the New York State laws. Here’s 
a company with an enviable total financial foundation and 


alert, aggressive management certain that its future lies 
in the development of bigger and better field opportunities. 


Guiding our Agency operations is a skilled, vigorous home 
office team superbly equipped by training and experience to 


select and develop men who want to grow. With a modern sales 
concept and the finest, most complete training and promotion 
programs, I say with conviction that today 


Berkshire presents the greatest potential 
for personal growth in the industry! 


ERKS HIRE 


LIFE INSURANCE Co. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 
George D. Covell, C.L.U., Agency Vice President 


PITTSFIELD, MASS. 


* AMUTUAL COMPANY + 1851 
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Named Associate Counsel 
By Massachusetts Mutual 





ROBERT K. BERRY 


Massachusetts Mutual Life has an- 
nounced the appointment of Robert K. 
3erry as associate counsel in the com- 
pany’s law department. 

A native of Springfield, Mass., Mr. 
Berry received his secondary school edu- 
cation in that city, worked at the Massa- 
chusetts Mutual for three years, then 
attended Boston University and was 
graduated with honors from the Boston 
University School of Law. He was ad- 
mitted to the Massachusetts Bar in 1933 
and joined the Massachusetts Mutual 
law department as an attorney the fol- 
lowing year. He was appointed assistant 
counsel of the company in 1952 

Mr. Berry was a combat infantry 
officer in World War II, is a Fellow of 
the Life Office Management Association 
and a member of the Massachusetts Mu- 
tual Quarter Century Club. 


California Life’s New 


Low Level Premium Policy 
The “Challenger,” a low premium life 
insurance policy available at a minimum 
amount of $25,000, is the latest plan to 
be added to the portfolio of life insur- 
ance coverages now offered by Cali- 
fornia Life, Oakland, Cal. “The ‘Chal- 
lenger’ is the answer to a specific insur- 
ance need where a large amount of perm- 
anent protection is required at a mini- 
mum cost,” Orville F. Faris, president, 
stated in announcing the new coverage. 
The policy, issued in amounts of 
$25,000 and up, is an Ordinary life, guar- 
anteed low level premium policy avail- 
able to both men and women between 
the ages of 15 and 65. Substandard as 
well as standard risks will be considered 
for the coverage and the policy is issued 
with the full range of standard supple- 
mental riders as well as settlement op- 
tions. 

Examples of premium costs and cash 
values, per $1,000 of coverage, are as fol- 
lows: 

At age 15, annual premium is $10 cash 
value after 20 years is $179, and at age 
65 is $597. 

At age 35, annual premium is $18.03. 
cash value after 20 years is $328, and at 
age 65 is $510. 

At age 40, annual premium is $22.04, 
cash value after 20 years is $374, and at 
age 65 is $471. 

At age 60, annual premium is $55.55, 


*‘cash value after 20 years is $559. 


In presenting the “Challenger” to com- 
pany representatives, Mr. Faris an- 
nounced at the same time that Cali- 
fornia Life has reduced the minimum on 
its preferred risk Ordinary life policy 
from $10,000 to $5,000. 


Peninsular Life Appoints 
Gibney Assistant Actuary 


Lawrence Gibney has been elected to 
the office of assistant actuary of Penin- 
sular Life of Jacksonville, Florida, ac- 
cording to an announcement by Laurence 
F. Lee, president. Mr. Gibney gradu- 
ated from the University of Rhode 
Island and received his Master of Arts 
from the University of Michigan. He 
was formerly with the Provident Life of 
Chattanooga, Tenn. 


Ail AMERICAN 
a Casualty Dotpany 


CHICAGO 


) 


EVERYBODY’S TALKING about the 
PHENOMENAL GROWTH of ALL AMERICAN. 


Matchless policies . . . 





Matchless agency contracts 


and Aggressive Management have made it possible! 


a OPPORTUNITIES for MANAGERS in 20 states 





investigate Today! 
EU 512 


For Complete information, Write: &. &. BALLARD, ‘President 
; General Ortiees: ALL AMERICAN weemmocnd 
' PARK “eee. ILLINOIS 
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E. JACK CARRIER 


A new Miami, Florida Agency and a 
new Birmingham, Alabama Group office 
have been announced by H. Ladd Plum- 
ley, president of State Mutual Life, Wor- 
cester. 

The Miami office is the 7lst agency 
in the nation-wide State Mutual organ- 
ization and the Birmingham location is 
the 22nd Group office for the company. 

E. Jack Carrier, formerly assistant 
general agent in State Mutual’s Tampa 
office, will be the manager of the Miami 
office as announced by Joe B. Long, 
agency vice president. 

Donald L. Milburn, formerly a home 





DONALD L. MILBURN 


office representative in the Atlanta office 
for State Mutual will be the home office 
representative in charge of the Birming- 
ham office, as announced by Alan R. 
Willson, Group vice president. 


A native of Detroit, Mr. Carrier en- 
tered the life insurance business as a 
personal producer in 1949 and has had 
agency experience with two major com- 
panies. He is a 1946 graduate of Michi- 
gan State College, with a degree in busi- 
ness administration. Mr. Milburn, an 
Army veteran of World War II, joined 
State Mutual in Atlanta in 1954 after 
Group sales experience with Connecticut 
General Life. He attended the Univer- 
sity of Georgia. 





Agency Organization. 


for you. 











GROW WITH ULLICO!I!I! 
Insurance-in-force 


1946 ....cccsssseeseseeseeeeeeee $146,075,266 
1956 .....ccseceeeeseeseeeeeees $876,207,441 
DO Saniiniiiiitbinssenincenes 22? 


This record was achieved by strict adherence to sound 
insurance principles by a dynamic, forward-looking 


ULLICO General Agents are especially aided by eur 
knowledge of the Trade Union Movement and our par- 
ticular opportunities in this market. 
chance to grow with a Company that has a real future 


General Agencies are now available in key industrial 
cities throughout the country. We invite your inquiry .. . 


AGENCY MANAGER 


The UNION LABOR 


LIFE INSURANCE COMPANY 
200 East 70th Street 


Edmund P. Tobin, President 
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Hy 


Here is YOUR 


New York 21, N. Y. 
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Carroll an LIAMA Editor Provident Mutual Life Ralph W. Tipping, CLU; Baltimore Appoint E. E. Barrett 


Washington-J. Henry Hooper; and 


i ' pick 2 es oe Mutual Trust Life, Chicago, has an 
. Sets Production Record Virginia - Knox Turnbull, CLU. nounced the appointment of Emmett E. 
: July was another record breaking The year to date production is well sarrett as manager in Portland, Oregon. 
month for Provident Mutual, the sixth head of the same period of 1956 and A graduate of the University of Port- 

consecutive “plus month” for the year 'S the highest in the history of the 92- land, Mr. Barrett has been associated 

: ; ; year-old company. The five leading with a number of well-known life in- 

to date. Lewis C. Sprague, vice president agencies are Philadelphia- Thomas F. surance companies in Portland since 

and manager of agenci es, reports that Irwin; Detroit- Roland D. Benscoter; 1947, primarily in a managerial capacity. 

the leading agencies in July were De- New York-Henry G. Barnhurst; Los He is active in the University of Port- 

troit- Roland D, Benscoter; Philadel- Angeles-Gerald W. Page, CLU; and land Alumni group and is a member of 

phia- Thomas F. Irwin; Los Angeles- Los Angeles- Ralph W. Tipping, CLU. the local Life Underwriters association. 
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JAMES A. CARROLL 


James A. Carroll has joined Life Insur- W hen your 


ance Agency Management Association 


staff as editor of “Manager’s Magazine” 
and “District Management.” For the 
past three years he has been with the 
advertising and public relations depart- re 


ment of the Connecticut General. He 
succeeds James A. Bellew, now with 


Aetna Life. Case 
A graduate of Drew University, Madi- 


son, N. J., Mr. Carroll had more than 
four years of active duty in Navy and 
Marine Corps during World War II needs 
and the Korean conflict. Prior to enter- 
ing life insurance he was a copywriter 
and junior account executive of a New 
York City advertising agency. With 
Connecticut General he was in charge 
of sales promotion and was in its adver- 
tising division. 

In his new position, Mr. Carroll will 
work closely with LIAMA’s public rela- 
tions director John L. Lobingier, Jr. 












Heads San Diego Agency 


For Union Central Life Because Nationwide Group Plans are flexible, more and Group Life (extra protection when present group limits 
Richard D. 4 bc Omigho2r« prom! a more group writers rely on them—for a “fresh” approach are inadequate). 
supervisor for Union Central Life’s Bos- j . 2 iv 
to the difficult or unusual case... and as an effective PROMPT CLAIM SETTLEMENTS —no prolonged nego- 


ton agency, has been appointed manager P ! Nati A 
1 "e grou fe 4 4 <a re ‘ i 
of the company’s -uewly satabitsied San CS? Ot Oleemae mone prowp etles! Nationwide offers tiations. And Nationwide gives you several methods of 


woe iets oni! ‘eG LOCAL SERVICE-with group experts strategically claim settlements to choose from (including the popular 
bie as ¢ ; Bz ‘ z 38 itia 5 

Diego agency was formally established located throughout eastern America to provide on-the- new “draft” system. See your Nationwide group repre- 
August 1.” 3 spot quotations for standard coverages...skilled advice sentative for full details). 


Mr. McKenzie has represented Union... real sales help in presenting a “custom-made” group : ‘ 
Central since 1952. He joined the com- program to your prospects. LIBERAL COMMISSIONS — payable on regular renewals 


pany as a member of the Burlington, for 10 years plus service renewals... and a choice of 
Vermont agency and later was named a $§ROAD COVERAGE - ranging from all the standard graded or level commissions available to brokers. 


supervisor for that agency. In 1955 he group coverages to Major Medical and Super-Imposed 
transferred to the Boston agency as a 
supervisor. 

A native of Brookline, Mass., Mr. Mc- 
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Kenzie was graduated from Middlebury a j artment, 246 NO. HIGH ST., COLUMBUS 16, OHIO - 
College in 1948. He served during World Why don’t you find out more about spies ak ane er mes es ee nian dail ’ ! 
War II as a pilot in the Marine Air Nationwide’s flexible group plans ? I’d like more information on your fiexible group plans. | 
Corps. Before entering the life insur- Whether it’s a routine group case — | 
ance business, Mr. McKenzie was in sales or one that needs special handling — | NAME | 
and also the manager of a resort hotel. yowll find Nationwide can show you | ADDRESS 

the way to increased production and | 

greater profits. For all the facts... | city STATE ; 


Ohio Examination Fee just fill out the coupon on this page. 

Columbus—The bill enacted at the re- sERy 
cent session of the Ohio General Assem- eS ‘oe 
bly providing for the collection of $5 ty Anas 
examination fee from applicants for 
licenses as insurance agent, solicitor, or 
life insurance agent, will go into effect 
August 20. The State Department of In- 
surance pointed out this week that this 
fee shall not be paid by the appointing 
insurance company or agent. Applicants 
for re-examination for lines of insurance 


I’m most interested in [] Super-Imposed Group Life [] Major Medical | 


a 


ATION WIDE 


MUTUAL INSURANCE COMPANY 
in which they have previously failed the LIFE INSU RANCE COM PARY 
examinations must pay an additional 


examination fee, ® “4 peo home office: Columbus, Ohio 
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New Major Medical 
Policy Introduced 


BY EDUCATORS MUTUAL LIFE 
First Venture Into Field; Plan Can Be 
Superimposed on Other Hospital- 
Surgical Medical Policies 


Educators Mutual Life recently intro- 
duced a new major medical policy. The 
plan is Educators first venture into 
the field of high benefits in the expense 
type of plan. 

Points about the policy are: the maxi- 
mum benefit is $5,000 per person increas- 
ing at no additional cost up to $7,500. 
The lump sum deductible is $500 for the 
average family but higher for those 
whose income exceeds $14,999 per year 
subject to consideration of other insur- 
ance. The coinsurance is 75%. 

Premiums Increase With Age 

Premiums increase with attained age 
as of each renewal date. By adopting 
this structure we have been able to pro- 
vide mare moderate rates at the younger 
ages—actually the years of lower earning 
when a family needs catastrophe protec- 
tion even more than when income in- 
creases. 

Provisions are designed so that this 
policy can be superimposed on top of, or 
in addition to, basic hospital-surgical- 
medical insurance with Educators, other 
companies, or even the Blues. Educators 
explain: “When other policies’ payment 
for covered medical expenses exceeds 
the lump sum deductible amount, Educa- 
tors’ contract withholds its benefits—but 
then commences with the first out-of- 
pocket dollar thereafter. Many folks 
need basic insurance but others, able to 
budget for some such expenses of $500, 
should minimize the risk and shattering 
financial effect of the possibility of huge 
expenses running into thousands of dol- 
lars. 

“By virtue of attained age premiums 
adults may be enrolled to 59% years of 
age, somewhat higher than in many 
policies. Adult termination at 65, and 
child dependents at 18, is automatic. 


LUTC’s First Decade To Be 
Marked at Sept. Meeting 


The completion of LUTC’s first decade 
of service to the life insurance industry 
will be celebrated in September at the 
NALU national convention in Detroit. 
The focal point of all the many planned 
activities will be the traditional NAL- 
UTC Luncheon—this year as LUTC’s 
official “birthday party.” 

In connection with the tenth anniver- 
sary festivities, a comprehensive ten 
year history of LUTC is being prepared 
in book form for distribution at the 
NALUTC Luncheon, and other affairs. 
This history has been compiled through 
the combined efforts of ce and present 
members of the LU’ headquarters 
staff, and actually is cd more than 
the simple cataloging of events in chron- 
ological order. Instead, it is the story of 
the origin and development of a life 
insurance institution and of the hands 
that touched it along the way. 

LUTC was officially born in 1947 
through the combined efforts of the 
American Life Convention, the Life 
Insurance Association of America, the 
Life Insurance Agency Management As- 
sociation, and National Association of 
Life Underwriters. With such illustrious 
forebears as these, LUTC quickly as- 
sumed its responsibilities, and proceeded 
with its sole purpose: cultivation of the 
intermediate field of life underwriting 
training. 

The history of LUTC, as it is drama- 
tically unfolded during the ceremonies 
at the NALUTC Luncheon will provide 
an opportunity for all to share a long- 
remembered experience with some of the 
“greats” of the life insurance business. 





WALTER F. REINHARDT I. ROSCOE HAZARD 

The promotions of three key men have’ general manager in the home office 
been announced by The Prudential. buildings and plant department since 
Walter F. Reinhardt was promoted to 1956. He joined the company in 1937, 
general manager in the home office after having worked in the general con- 
buildings and plant department. Emil — tracting business in New Jersey. 
W. Eidschun was promoted to director Mr. Hazard had been an associate di- 
of the field office planning division. I. rector in the mortgage loan and real 
Roscoe Hazard was promoted to direc- estate investment department — since 
1954. He had been with the company 

Mr. Reinhardt had been an associate and its mortgage-loan operations in vari- 
general manager since 1955. He joined ous sections of the country for 23 years. 
Prudential in 1926, following seven years Prior to this, he was an Equitable agent 
with Otis Elevator, New York, in Missouri, his native state, for eight 

Mr. Eidschun had been an associate years. 


tor, farm loans. 
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DOUBLE YOUR INCOME. Sell COMPLETE protection by 
ADDING Life to Monthly Premium Accident and Health, Hospitalization and Em- 
ployee Benefit Plans. 


A DYNAMIC business and income producing PLAN with high 


first year and renewal commissions. 


DOUBLE YOUR SALES... 


PLUS a full line of Commercial Accident, Accident and Health, Hospitalization, 
Surgical and Employee Benefit Plans. 


For information concerning general agencies and territories: Write to John F. Leibig, Vice-President 


veeall NATIONAL accipent & HEALTH 
Comrany. OF PHILADELPHIA 


244 South 8th Street, Philadelphia 7, Pa. 





of distinguished service 











National L. & A. Now 
Close to $5 Billion 


G. D. BROOKS ELECTED TO BOARD 


President Stevenson Reports on Best 
Half Year in Nashville Com- 
pany’s History 


Results accomplished during the first 
six months of 1957 rank this year among 
the best in the company’s history at the 
half-way mark, Eldon Stevenson, Jr., 
president of National Life & Accident of 
Nashville, reported to the company’s di- 
rectors in their regular quarterly meet- 


. ing August 6. 


Gain in life insurance in force for the 
half year was $182,639,000, which brought 
total life insurance in force to $4,787,000,- 
000 and forecasts the probability National 
Life will pass five billions in force by the 
end of 1957, particularly since gains for 
the last half of the year are usually 
greater than the first half. Gain in assets 
for the six months was $27,300,000, plac- 
ing the company’s total assets at $664,- 
800,000. 

Brooks’ Service With Company 

G. D. Brooks, vice president and treas- 
urer of National Life, was elected to the 
board of directors to fill the vacancy 
created by the recent death of Cornelius 
A. Craig, one of the founders of the 
company and for many years its chief 
executive. 

An alumnus of Vanderbilt University, 
Mr. Brooks joined National Life in 1931. 
He was made assistant treasurer in 1934 
and manager of the investment depart- 
ment in 1939. In 1950, he became vice 
president in charge of investments and 
in 1953 was made vice president and 
treasurer. From 1942 to 1945, he was on 
active duty in the U. S. Naval Reserve, 
attaining the rank of lieutenant com- 
mander, and receiving the commendation 
medal for his service. 

The board. adopted a resolution in 
memory of C. A. Craig, citing his long 
and valued service not only to the Na- 
tional Life but also to the community 
at large. 


General American Life’s 
Charted Career Training 


A new classroom-approach Charted 
Career Training Program was put into 
operation by General American Life 
early in July for selected college gradu- 
ates slated for sales management careers 
with the company. 

The Charted Career Training P rogram 
is General American Life’s formal six- 
year course, planned to prepare out- 
standing young men for positions as 
district Group managers—or at their 
option, for key agency management 
posts. Many of the company’s current 
Group representatives are Charted Ca- 
reer graduates. 

The new program differs from the 
company’s former method of training its 
Charted trainees in that the previous 
learn-as-you-go formula is replaced in 
the early weeks by a definite classroom 
schedule. For 12 weeks, from 8:30 a.m. 
until 4:30 p.m., the young men are at- 
tending classes in the General American 
Life home office. Classes are conducted 
by home office officials of Group and 
other divisions. 

Two weeks of classes will be conducted 
by agency division officers. 

Following the three months of home 
office class study, trainees will receive 
on-the-job training for eight to ten 
weeks in various home office departments 
within the Group division. After that, 
they will be assigned to Group field of- 
fices for the balance of their training. _ 

The course is under the direction of 
A. William Evans, personnel manager 
and director of the company’s manage- 
ment training programs. 
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Colonial Medical Director 





DR. GEORGE A. SIMPSON 


The election by Colonial Life of East 
Orange, N. J., of George A. Simpson, 
M. D., as medical director was announced 
by Richard B. Evans, president. 

Dr. Simpson was assistant medical di- 
rector of Equitable Society. Prior to 
that, he was engaged in general practice. 
He received his bachelor of arts degree 
from Dartmouth College and his M.D. 
degree from Cornell Medical School. He 
served his internship at the Mary Hitch- 
cock Memorial Hospital, Hanover, N. H. 

Dr. Simpson is associated with the 
chest service at the New York Poly- 
clinic Hospital and Medical School. He 
served as lieutenant in the U. S. Navy 
and saw service in the South Pacific 
during World War II. 


Sharp With Mutual Life 

Mutual Life of New York has ap- 
pointed Thomas J. Sharp to sales de- 
partment staff at home office for special 
managerial training. A graduate of 
Fordham University School of Business 
he was in sales management for several 
years before joining Mutual of New 
York and had also been with Home 
Insurance Co, in New York City. In 
World War II he was in Navy. 











Northwestern National 


Appeals Court Ruling 


St. Paul—Northwestern National Life 
this week appealed from a ruling of 
Ramsey County District Court that 


Northwestern must permit Nationwide 
Corp. of Columbus, Ohio, to inspect its 
records of stockholders and participating 
policyholders. The appeal goes to the 
State Supreme Court. 

This is the latest action in the fight 
for control of Northwestern National. It 
began at the annual meeting of com- 
pany last winter when Nationwide, claim- 
ing to own a majority of the stock, 
sought to take over control. However, 
because Northwestern is both a_ stock 
and mutual company, the management 
claimed control through its support of 
policyholders. Nationwide was not offi- 
cially represented at the meeting and 
did not vote its stock, claiming the 
meeting was being held illegally. 

Early this month attorneys for Na- 
tionwide went into District Court at St. 
Paul to ask a ruling granting it permis- 
sion to inspect the company records. 
This was granted by Judge Albin S. 
Pearson who gave Northwestern seven 
days in which to appeal. 


Has Billion In Force 


Ottawa—The Imperial Life Assurance 
Co. of Canada has attained a mark of 
$1 billion of insurance in force and cur- 
rently new business production is run- 
ning 20% ahead of the record’ 1956. 


Blind Agent Sets | 
Monarch Life Record 


COURAGE AND INGENUITY SHOWN 





By Thomas H. Stout of Tucson Agency; 
World War II Machine Gunner Now 
Top Producer of A. & H. 





Thomas H. Stout, Monarch Life field 
underwriter in Tucson, Ariz., has just 
broken the all-time Monarch record for 
a single A. & H. insurance sale—with a 
quarterly premium of $261.32 paid by one 
of Tucson’s foremost physicians. What 
makes the story bigger is the fact that 
32-year-old Tom Stout has been totally 
blind for the past 12 years. 

He was serving as a machine gunner 
with a U. S. Army Infantry in Europe 
during World War II, when a burst of 
enemy fire caught him in the face. Both 
his eyes were damaged beyond repair. 

After recuperating and going through 
extensive rehabilitation training, he en- 
tered the University of Arizona where 
he graduated in 1950 and later took a 
law course. He then worked for three 
years in the service of the blind as an 
employe of the Minnesota State Depart- 
ment of Public Welfare. 

Mr. Stout has been a Monarch field 
underwriter, working out of the com- 
pany’s Phoenix agency, since May, 1955. 
Before entering the field he completed a 
basic training course at the company’s 
home office training school in Spring- 
field, Mass., where he returned last 
February to gain additional understand- 
ing of life insurance. 


How He Works 


There are no gimmicks or “angles” 
attached to his success as salesman. His 
general agent, Clinton L. Mack, reports 
that he accounts for more business than 
most other men “simply because he 
works harder—makes more calls and 
gets more interviews—than others do.” 

He has a secretary who also serves as 
his guide and chauffeur. Together they 
have become familiar figures throughout 
the Tucson area. Mr. Stout makes the 
calls and conducts the interviews from 
beginning to end, while writing and 
other clerical details are handled by the 
secretary—a pleasant young lady who 
has been his helper for three years. 

Greatest inspiration, however, is found 
at home, his wife and two young chil- 
dren. Without them, he says, life would 
be meaningless. 


H. O. Tice Agency Leads 


Total paid-for production of Midland 
Mutual Life in July exceeded the same 
month last year figure by 45%. Leading 
agency was the Herman O. Tice agency 
of Columbus, Ohio. 
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Joins Allstate Life 


George O. Braden has joined Allstate 


Pacific Mutual Registrar 
Russell B. 
registrar of 


Mills has been appointed 
the Pacific Mutual 
according to an announcement by Ralph 
J. Walker, vice president. Mr. Mills has 
the 
istrative capacity in the Group depart- 


Life as sales promotion supervisor in 
the Pacific Coast Zone. 
The company, organized by Allstate 


Life, 


Insurance Company, Skokie, Ill, will be- been with company in an admin- 


gin sale of insurance in Illinois in Sep- 


tember to initiate operations which will ment for the past year. In his new 


be extended countrywide. post he will assume responsibility for 

Mr. Braden previously was assistant officially executing Group insurance con- 
manager of the San Francisco agency tracts between Pacific Mutual and ma- 
of Home Life, and was special agent for jor business concerns throughout the 
Fireman’s Fund. nation. 
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CUTTING THE DISCOUNT 

Reports that half the states in this 
country, including five in the Eastern 
field, have approved the recent reduction 
of fire insurance term credits are highly 
encouraging. It is expected that addi- 
tional states this month and next will 
endorse the changes. The insurance 
business is be commended highly for 
finally taking action on this anomaly, 
which has plagued executives, under- 
writers and Insurance Department ofh- 
cials for many decades. 

Jack in the 19th century, when the 
term rule credits of six months’ free in- 
surance on a three-year policy and a full 
year on a five-year policy for payment 
of full premium in advance were formu- 
lated many property owners bought one 
year covers. Hence there was justifica- 
tion for a single year rate, plus credits 
for “wholesale,” “economy size,” or mul 
tiple year policies, based on economies of 
operation Even though the actual 
credits developed were far out of line 
with realities. However, the era when 
assureds purchase one-year fire policies, 

hen permited to purchase term covers, 
has long since passed. Little fire and 
extended coverage insurance is sold to- 
day on a one-year basis, except for such 
few risks as may be ineligible for term 
writing 

Hence the quoted annual fire and EC 
insurance rate is almost fictitious. With 
sc much eligible business written under 
term contracts, practically all premium 
income from those classes is derived 
on a term-credit basis. For both assureds 
and insurers it is the dollars paid by the 
former as premiums and paid out by the 
latter in losses which counts. As long 
as underwriting profits were achieved, 
little attention was paid to the anomalous 
position created by the large term dis- 
counts) Now that underwriting losses 
have been suffered for several years the 
term discount problem has come to the 
fore, and rightfully so. 

Some feel term discounts should be 
removed altogether, as “discount” ele- 
ment is merely a fiction, With such a 


vast majority of policies being sold on 
term bases, policyholders do not think 
in terms of receiving a “discount.” They 
wouldn’t buy on a one-year basis any- 
way, and if they wish to pay on an 
annual basis, they have ample oppor- 
tunity to finance their premiums. A re- 
port, just in from Missouri, speaks of 
Superintendent G. L. Leggett approving 
an “increase” in rates of 744% achieved 
by the lowering of the term discount. 
But the public and the Missouri Depart- 
ment there sces the change as an in- 
crease in rates fully justified. 

The more closely the three-year rate 
reflects actual underwriting and expense 
experience the better it will be, in the 
minds of numerous insurance executives. 
If a buyer should desire to finance his 
premium payments on an annual basis 
then he can do so by paying interest 
charges. If he wishes to purchase an 
annual policy then he can pay a moder- 
ately higher charge. In other words 
there might be a reversal of the basis 
for formulating rates from the annual 
premium to the three-year premium be- 
cause the latter now represents well over 
90% of the premium income written on 
eligible lines of fire, EC, and some in- 
land marine covers. 

Ascertaining a correct annual rate is 
a difficult-enough statistical task. Add- 
ing to that the problem of calculating 
effects of term discounts appears to 
create needless complications. The more 
that term discounts are reduced the more 
nearly will the dollar premium income 
derived from term covers actually reflect 
underwriting experience. It is a realistic 
development which will tend to make 
more understandable to the public and 
to public officials the rating procedures 
followed by the insurance industry. 


Thomas Kennedy has joined the home 
office staff of Allstate Insurance Co., 
Skokie, Ill, as fire loss director. A 
graduate of the University of San Fran- 
cisco, Mr. Kennedy was for nine years 
with the Fireman’s Fund, San Francisco, 
starting as an adjuster trainee and mov- 
ing up through various positions to be- 
come agency superintendent before join- 
ing Allstate. He is a member of the 
California Bar Association, the Fire 
Underwrtiers’ Association of the Pacific 
and the Fire Underwriters’ Forum of 
San Francisco, 


James F. Oates, Jr. (center), president 
of Equitable Life Assurance Society, is 
shown in above cut, presenting the So- 
ciety’s first Family Protection Policy to 
members of the Donald J. Downes fam- 
ily of Flushing, Long Island. 

Mr. Downes is accepting th policy. 
Witnesses are Mrs. Downes, the four 
Downes children and Jerry Bloom (on 





extreme right) the agent who sold the 
policy. He is with Milton Weiner agency 
of New York. The ceremony was in the 
Society’s home office and marks the 
introduction of a single Equitable policy 
providing life insurance protection for 
husband, wife, present children and addi- 
tional children born or legal.y adopted 
into the family. 





Joseph A. Navarre, Michigan Insurance 
Commissioner, and Mrs. Navarre, got 
a glimpse of a new granddaughter dur- 
ing their trip abroad, according to word 
received at the Insurance Department 
offices. Their son, Bob, is in Army serv- 
ice at Wurzburg, Germany, and his wife, 
gave birth to a daughter, Veo 
30th mother and daugh- 


Barbara, 
Anne, July 
ter, the Commissioner wrote, are in per- 
fect health. The Navarres, who attended 
the American Bar Association sessions 

London where the Commissioner was 
a speaker, describe the small German 
villages “like something out of Disney- 
land,” according to the Commissioner’s 


letter. 
* * * 


Clarence W. Janes, former special 
bond special agent of American Insur- 
ance Group, has become a member of 
sales staff of Charles E. Willis Insurance 
Service Agency, Attleboro, Mass., in 
which section he was brought up. "His 
first insurance position was with the 
Willis agency after which he joined 
American Automobile in Boston office. 
He has been a semi-pro football player. 

ee 

Nelson M. Knowlton, president of 
Holyoke Mutual Fire Insurance Co. of 
Salem, Mass., has been elected a trustee 
of American Institute for Property & 
Liability Underwriters. 

* * x 

Powell B. McHaney, president, Gen- 
eral American Life of St. Louis, is one 
of five members of the new Missouri 
Mental Health Commission created by 
the 1957 Missouri General Assembly. His 
appointment was announced by Gover- 
nor James T. Blair. Mr. McHaney has 
been named to a five-year term on the 
board, effective on August 29, when the 
act creating the commission becomes 
law. 

ie oy” em 

Henry Grosman, prominent insurance 
attorney in Newark, N. J., was recently 
re-elected chairman of the workmen’s 
compensation committee of the New 
Jersey State Bar Association. 


Devereux C. Josephs, chi uirman of New 
York Life, as chairman of the President’s 
Committee on Education Be eyond the 
High School, made the front pages of 
many city daily papers on Sunday with 
a comprehensive report on the outlook 
which is that double the number of per- 
sons will be seeking admission to col- 
leges by 1970. The committee, composed 
of 35 educators and laymen with David 
1). Henry, president of University of 
Illinois as vice chairman, said that to 
accommodate the students of 1970 would 
require three times the current level of 
expenditures and recommended _ that 
teachers’ salaries be doubled in the next 
five to ten years. 

oS aes 

Harold A. Stevens is named _ state 
agent for Indiana of the Boston and 
Od Colony Insurance Companies. He 
will be headquartered in the Illinois 

3uilding, Indianapolis. Mr. Stevens has 
devoted 27 years to the insurance busi- 
ness, five of which were with the I]linois 
Inspection Bureau and 22 in the field 
as special agent. 

a * 

George H. Bunyan has been appointed 
secretary of all companies by the Royal- 
Globe Insurance Group. He will have 
administrative charge of production plan- 
ning and research. With Royal-Globe 
since 1934, Mr. Bunyan most recently 
served in the company’s Pacific depart- 
ment as agency secretary with general 
production duties. Before that he served 
as inland marine special representative 
in the Los Angeles office, and later as 
manager of the marine and inland ma- 
rine departments at San Francisco. He 
is a graduate of Wesleyan University. 

oe Oe 


James Hickey has joined the home 
office staff of Allstate Insurance Com- 
pany, Skokie, Ill., as senior investment 
analyst. A graduate of Michigan State 
College, Mr. Hickey was assistant trust 
officer of the Indiana National Bank_in 
Indianapolis before joining Allstate. He 
is 2 member of the Chicago Society of 


Financial Analysts. 
a 


Maureen Irvine, of National Life As- 
surance Co. of Canada, has been named 
program convener of the Women’s Per- 
sonnel Association, Toronto. 
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McElroy Was 1956 Chairman 
National Industrial Conference 
Board 
Neil H. McElroy who has retired as 
president of Proctor & Gamble, Cincin- 


nati, to become Secretary of Defense 
succeeding Charles E. Wilson, was for- 
mer chairman of National Industrial 


Conference Board of New York and is a 
trustee of that organization. President 
of NICB is John S. Sinclair, former 
executive vice president, New York Life. 
Treasurer is James L. Madden, 
vice president-coordination, Metropolitan 


second 


Life. 

The fundamental purpose of NICB 
welfare by bringing 
experience of 
dis- 


to promote public 
together the collective 
those engaged in industry, and by 
seminating well-considered views there- 
the solution 
of problems of The Board 
from all political activity. The 


contribution to 
industry. 


on as its 


refrains 
organization conducts a large number of 
round table conferences as well as other 
types of conference it 


held on 


conferences. A 


atomic energy in industry was 


held in connection with the Nuclear 
Congress in Philadelphia. Emphasis on 
marketing and its expansion has been 


given at a large number of conferences. 

A large number of insurance compa- 
nies are among members of NICB. In- 
surance men who are regular members 
of the board of trustees are these: 

Life insurance: William W. Bodine, 
chairman of the board, Penn Mutual 
Life; Byron K. Elliott, president, John 
Hancock, Edmund Fitzgerald, president, 
Northwestern Mutual Life; William J. 
Graham, a director, Equitable Society; 
James L. Madden; Clarence J. Myers, 
president, New York Life. 

Fire - casualty regular 
board are James F. Crafts, president, 
Fireman’s Fund; J. V. Herd, chairman 
and president, America Fore Insurance 
Group; and James Scott Kemper, chair 
man, Lumbermens Mutual Casualty Co. 

The 41st annual report of NICB has 
just been published. 

The insurance organizations which are 
associates of National Industrial Con- 
ference Board follow: 

Acacia Mutual Life, Aetna Life, Agricul- 
tural, Allstate, American Casualty, American 
of Newark, American Mutual Insurance Alli- 
American Mutual Liability, Argonaut Un- 
Arkwright Mutual, Association 
Companies, Automobile 
Bankers Life of 
Insurance Co., Camden 
Connecticut General 
Life, 


members of 


ance, 
derwriters, Inc., 
of Casualty and Surety 
Mutual of Providence, 
Beneficial Life, Boston 
Fire, Central Life 
Life, Connecticut 


Iowa, 


of Jowa, 


Mutual Continental 


Casualty, Continental Insurance Co., Crum & 
Forster. 

Also, Durham Life, Employers Casualty of 
Texas, Employers Liability, Employers Mutual 
Casualty of Des Moines, Employers Mutual 
Liability of Wausau, Equitable Life of New 














Insur- 
Mutual 
Fire- 


Life of Farmers 
Angeles, Fidelity 

Fidelity- Phenix, 
Associ 


York, Iowa, 
ance 
Life, 
man’s Fund, 
Franklin Life, General 
Germantown 
Great National 


Equitable 
Group of 
Fidelity & Casualty, 
Firemen’s of Newark, 
Accident, General 
Fire, Glens Falls, 
Life, Guardian 


Los 


Fire 
ation, 
American Life, 
Great American, 
Life. 

Also, John Hancock, Hardware Mutual Cas- 
ualty, Hartford Fire, Home Life of New York, 
Hooper-Holmes Bureau, Imperial Life of Can- 
ada, Industrial Indemnity Co., Insurance Co. 
of North 

Jefferson 


America, 


Standard Life, Johnson & Higgins, 


Kansas City Life, Life Insurance Association 
of America, Life Insurance Co. of Georgia, Life 
Insurance Co. of Virginia, London Life, Lum- 


bermen’s Mutual Casualty. 
Mutual 
& Co., 


Marsh & Me- 
Mutual 


Fire, 
Massachusetts 
Mutual, Metro 
Liability, Mid- 
of Springfield, 
Mutual Benefit 
Inland, Mutual 


Manufacturers 
Lennan-Cosgrove 
Life, Mather & Co., Meridian 
politan Life, Michigan Mutual 
land Mutual Life, Monarch Life 
Mass., Motors Insurance Corp., 
Life, Mutual Fire, Marine and 
Life of New York. 

National Life and 
of Vermont, Nationwide Insurance Co., 
England Mutual Life, New York Life, North 
Carolina Mutual Life, Northwestern Mutual 
Life, Pacific Mutual Life, Penn Mutual 
Pennsylvania Lumbermen’s Mutual, 
Hartford, Mutual Life, Pilot 
Provident Life and Accident, Provident 
Life, Prudential of America, Paui 
Rockford Life, Royal-Liverpool Insurance Group, 
St. Paul Marine, Southland Life, 
Southwestern Life, Standard Accident, 
Capital Life, State Farm Mutual Automobile, 
State Mutual Life, Sun Life of Canada. 

The Travelers, Wisconsin National Life, Zur- 
ich Insurance Co. 


National Life 
New 


Accident, 


Phoenix 
Mutual 


Revere 


Fire and 


Among other associates are hundreds 
of banks, Government offices and_busi- 
glance at the 


ness organizations. A 
names of the associates account for the 
fact that there are so many hundreds 


of executives who attend the dinners of 
the NICB, many of which are held in 
Waldorf-Astoria Hotel. 

* * x 


U. S. Chamber’s Busy Insurance 
Agenda 

According to A. L. Kirkpatrick, man- 
ager, U. S. Chamber of Commerce’s in- 
surance department, the insurance com- 
mittee of the Chamber will have plenty 
on which to focus its attention during 
the 85th Congress. The committee will 
hold its first meeting in September. 

Chairman of the insurance committee 
of the Chamber is E. B. Collett, execu- 
tive vice president and secretary of 
Millers Mutual Fire Insurance Co. of 
Fort Worth, Tex. On the board of di- 
rectors of the Chamber are two insur- 
ance men—Mr. Collett and Mortimer 
E. Sprague, vice president, Home Insur- 
ance Co. An advance appraisal of the 
legislative program ahead follows 

Federal Expenditures—Continued study 
of the Federal Budget to curtail un- 


necessary spending and hold expendi- 
tures to a level, which will not only 
maintain a balanced budget but permit 


substantial reductions in taxes, will have 


Life, 
Phoenix of 


Life, 


Life , 


State 





H. M. Queen 


A number of insurance men and their 
wives were presented to Queen Mother 
Elizabeth at the recently held Diamond 
Jubilee convention of Chartered Insur- 
ance Institute. This is the British in- 
surance educational institute which has 
local bodies in many cities in Great 
Britain and also has its own building 
in London where classes are held, lec- 
tures given and also a large insurance 


library is installed. 

In one of the pictures on this page 
the Queen Mother is shown receiving 
Quirino da Fonseca, president of the 
International Marine Insurance Union. 
Standing between the insurance execu- 
tive and Queen Mother is G. K. Green- 


Chartered Insurance 


ing, president of 
general manager of 


Institute and also 
the Beacon/Sea. 

Mr. da Fonseca is one of the most 
distinguished marine insurance men in 
the world. He is a director of 
Companhia de Seguros Fidelidade, Lis- 
bon. Membership in International Union 
of Marine Insurance consists entirely of 
marine insurance industry associations, 
me from each country 

In the other picture the Queen Mother 
is receiving Mrs. H. T. Silversides whose 





a prominent place in next year’s legisla- 
tive program. 

Federal 
Chamber leadership in the fight to main- 
tain the integrity of our public school 
system, against the drive for Federat in- 
tervention, was an outstanding success. 
The educational work done on this issue 
will pay dividends far greater than 
shown in the recent legislative debates. 
It has armed people with the facts, 
showing the fallacies in argument for 
Federal financing of local schools. This 
issue will reappear next year. 

Inflation—The above programs are 
lieved to be among most important meas- 
ures against further destructive inflation. 

Health Insurance—A bi!! to authorize 
smaller insurance companies to combine 
resources and facilities to help advance 
voluntary health insurance has remained 
in committee without action. The In- 
surance Committee has considered this 
bill and made preparations to address 
itself to the subject whenever necessary. 

Next year—an election year—we can 
expect more activity in politically sensi- 
tive legislation. 

Flood Indemnity Administration—(Co1- 
gress refused to appropriate funds, thus 
suspending the agency before any poli 
cies were issued. The Chamber had ad 
vised against an attempt to use insurance 
techniques in providing for flood relief. 

Welfare Funds—Hearings were held 
by committees in both House and Sen- 


(Continued on Page 29) 


Intervention in Education— 


be- 


Mother Elizabeth, M 





H. T. Silversides, Mr. Silversides. 


husband is general manager of the York- 
shire and formerly was United States 
manager of the company. Mr. Silver- 
sides is also shown in the picture. 





Queen Mother Elizabeth, G. K. Greening 


and Quirino da Fonseca. 


London Insurance Woman 

One of the principal figures at the 
recent Diamond Jubilee of Chartered 
Insurance Institute in London was Miss 
F. Roddick, a vice president of the Insti- 
tute and chairman of the ladies’ repre- 
sentative committee. 

Miss Roddick joined the 
Assurance Co. in 1920, and served 
mainly in the general branch. She is 
now assistant supervisor, general branch 
accounts and statistical department. She 
qualified as a Fellow of the Chartered 


Prudential 


} 
nas 


Insurance Institute in 1934, and is one 
of the original members of the ladies’ 
representatives’ committee She has 
served on the education and social and 
entertainments committees for some 
years and was elected to the council 
in 1947. Last year Miss Roddick was 
elected as the first lady vice president 
of the Institute. She has been a mem 
ber of the insurance charities committee 
since 1954, and is a member of the 

cational guidance advisory panel ot 
Middlesex County Council, and has 
spoken at a number of local institutes on 


insurance as a career. She was the first 
woman to attend a CII Conference- 
Nottingham, 1947.. Her sabeielials include 
the progress and encouragement of 
women in insurance, and traveling. 
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American Group Shows 
Underwriting Loss 


REPORT FOR FIRST HALF YEAR 


Net Premiums Show Slight Gain; Pres- 
ident Alexander Discusses Adverse 
Automobile Experience 


Underwriting experience of the Amer- 
ican Insurance Group continued to be 





unfavorable in the first six months of 
1957, it is reported by Robert Z. Alex- 
ander, president. On the basis of the 
combined experience of the group, losses 





ROBERT Z. ALEXANDER 


and loss expenses incurred were 70.8% 
of earned premiums; and underwriting 
expenses incurred were 38.9% of written 
premiums, thus producing a total of 
109.7% for losses and expenses combined. 

Net premiums written by the group 
were $94,015,261, an increase of $193,- 
545 or 0.2% over the total written by 
the companies in the first half of 1956. 
Unearned premium reserves of the group 
were $124,739,670 at June 30, an increase 
of $7,001,660 over the total as it stood 
at December 31, 1956. Reserves for 
losses and loss expenses, also on the 
group basis, were $79,218,432, an increase 
of $4,586,872 during the the six months 
period. Net investment income was 
$4,157,984, an increase of $100,856 over 
the first half of 1956. 

Continued adverse experience in the 
automobile lines was an important ele- 
ment in the over-all results, according to 
Mr. Alexander. While rate adjustments 
have been approved in many states since 
the beginning of the year, their full ef- 
fect on underwriting results will be de- 
layed until business on the books has 
run to expiration and has been replaced 
at the revised levels. Future benefits 
will also be obtained from the reduced 
discounts on term fire business now be- 
ing put into effect in many states, 

Heavy underwriting losses are preva- 
lent throughout the fire and casualty 
industry and they emphasize the need 
for new and more realistic rate-making 
procedures which will bring adequate 
recognition of important economic 
changes into the rate structure much 
more promptly, Mr. Alexander said. 


National Fire Issues 
Report for Half-Year 


ASSETS AND PREMIUMS DOWN 


President Forkel Comments on Develop- 
ments Since Company Became Affili- 
ated With Continental Companies 


The National Fire of Hartford has is- 
sued its semi-annual report showing as- 
sets as of June 30, 1957, of $145,117,- 
564 compared with $157,783,411 on 
December 31, 1956. Policyholders’ sur- 
plus is $49,307,056 against $50,755,457 six 
months ago. There was a reduction in 
the reserve for unearned premiums to 
$61,516,019 from $68,137,296. Also there 
were reductions of $2,100,000 each in the 
reserves for losses and expenses. The 
reserve for contingencies was reduced 
$1,450,000 to $14,307,656. 


Net Premiums Reduced 


Net premiums written for the first half 
of 1957 amounted to $30,890,163, against 
$41,447,189 in the same period last year. 
Earned premiums were $37,511,440, 
against $39,568,851 and losses incurred 
$22,288,268 against $23,944,880 in 1956. 
There was a drop in general expenses 
to $13,647,185 from $16,120,042, and the 
underwriting loss of $2,123,412 was much 
below the loss of $5,136,425 a year ago. 

President Edwin H. Forkel states to 
stockholders: 

“This semi-annual report presents the 
consolidated results of operations of the 
National of Hartford Companies, the 
National Fire and the Transcontinental 
for the first half of 1957 compared with 
the same period of 1956. Consolidated 
financial statements are given as of 
June 30, 1957 and December 31, 1956. 

“Information concerning changes in 
our operating policy will be helpful in 
reviewing our results for this period. 
In December, 1956, Continental Casualty 
acquired 67% of the stock of National 
Fire. The National of Hartford Com- 
panies and the Continental Companies 
are now known as the Continental-Na- 
tional Group. 

“Early in 1957 managements of Na- 
tional Fire and Continental determined 
that increased efficiently and effective- 
ness would result if each company con- 
fined its activities to those classes of 
business it was best qualified to under- 


write, thereby elminating dual opera- 
tional expenses but retaining full mul- 
tiple line facilities in the Continental- 
National Group. 

To Write Property Risks Only 

“Therefore, National Fire has with- 
drawn from the casualty business and 
Continental is discontinuing the writ- 
ing of fire and allied lines. The National 
will write the fire, marine and multiple 
peril business of the group, and the Con- 
tinental the casualty, fidelity and surety 
and accident and health classes. 

“Our Canadian business has been un- 
profitable for some time. After a care- 
ful study of our position and the general 
insurance situation in Canada, we con- 
cluded to discontinue our Canadian op- 
erations. Effective March 1, 1957, we 
reinsured this business in it entirety in 
another group, and our Canadian offices 
have been closed except for very limited 
personnel necessary for finad termina- 
tion of our affairs in Canada. 

“While these changes will substantially 
reduce our premium volume in 1957, we 
confidently believe the company now 
is in a good position to build for the 
future. 

“Underwriting loss was $1,123,412 as 
compared with an underwriting loss of 
$5,136,425 during the first half of 1956, 
the improvement being due to a consid- 
erable extent to the decrease in unearned 
premium reserve. 

Investment Earnings Up 


“The earnings from investments were 
$1,974,806, an increase of $91,040 over 
the first half of 1956. The full impact 
of the decrease in premium volume, 
which will reduce funds available for 
investment, has not yet been reflected 
in investment earnings. Conversely, the 
underwriting results for the first six 
months have not fully benefited from 
the operating economies which have been 
effected. 

“Loss from operations was $148,606 
as compared with a loss from operations 
for the first six months of 1956 of 
$3,252,659. Gain from sale of securities 
amounted to $3,696,336, producing a gain 
from operations and securities sales of 
$3,547,730.” 


Plan CPCU Study Group 
In New Hampshire 


The Boston Chapter of Chartered 
Property & Casualty Underwriters is 
sponsoring a CPCU study group in New 
Hampshire. This is intended to afford 
instruction for those interested in taking 
CPCU examinations. It is expected the 
group will start September 23 at Nashua, 
with meetings on Monday evenings. 
Those interested should communicate 
with Robert E. Eno, 70 Market Street, 
Manchester, N. 
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ALFRED A, MULLER RETIRES 


Assistant Manager Fireman’s Fund New 
England Department One of Leading 
Figures in Automobile Field 


Alfred A. Muller, assistant manager 
of the Fireman’s Fund New England 
department, retired on July 31 after 29 
years of service. Starting in 1928 as chief 
adjuster of the metropolitan New York 
automobile claims department and auto- 
mobile special agent, he was transferred 
to the Boston office in 1934 to supervise 
all automobile business of the Eastern 
fire department. Named assistant man- 
ager of the Eastern fire department in 
1940, he became assistant manager for 
all lines in 1956 when The Fund’s New 
England department was established. In 


the same year, he was appointed assist- 


ant secretary. 

Recognized as one of the outstanding 
automobile underwriters in the business, 
Mr. Muller is a long-standing member 
of the rates and forms Subcommittee of 
the National Automobile Underwriters 
Association and was chairman of that 
committee for several years. He was 
also a member of the Eastern regional 
committee of the NAUA. He is a charter 
member of the Automobile Underwriters 
Club of New York, a life member of the 
Insurance Society of New York, and 
a member of the Insurance Library As- 
sociation of Boston, the Down Town 
Club of Boston, the Angler’s Club, Inc., 
and a life member of the Star of Hope 
Lodge No. 430, Brooklyn, New York 
(Masons). 


Camden Fire Advances 
Howarth and Cunningham 


Directors of the Camden Fire have 
advanced Thomas Howarth, claims secre- 
tary, to underwriting secretary. He will 
have supervision of the SEUA territory. 

Mr. Howarth joined the Camden in 
1929 and has been special agent, state 
agent, production manager and claims 
secretary. 

Garwood E. Cunningham, CPCU, was 
named to succeed Mr. Howarth as claims 
secretary. Mr. Cunningham, like Mr 
Howarth, has been with the Camden for 
many years, having started in 1927 as 
claim examiner. He has had considerable 
experience in the field for the Camden 
and has through the years held numerous 
positions in the home office at Camden, 
N. J. He was made an assistant secre- 
tary in 1956. 


Air Conditioners May Be 
Put Under Item I of PPF 


The Inland Marine Insurance Bureau 
in response to a recent inquiry made by 
the Greater New York Insurance Bro- 
kers’ Association, has recommended 
that the value of air conditioner equip- 
ment be listed under Item (I) of the 
declarations of the personal property 
floater. 

Forwarded to IMIB by Alex Gold- 
berger, chairman of the bureau and 
association committee of the brokers’ 
organization, the inquiry was submitted 
for opinion to IMIB’s personal lines 
committee. 

The question arose because of the 
limit of liability applicable to each sub- 
section in the PPF in New York City 
by virtue of charges in rules made last 
March. 

In setting forth the problem facing 
New York City producers, Mr. Gold- 
berger told the IMIB that, because of 
ambiguous reference, it was possible that 
some adjuster on a loss “might take the 
position, and perhaps properly so, that 
air conditioners are electrical equipment 
and should have been so declared in the 
proper sub-section.” 

Replying in behalf of IMIB, Harold 
Wayne, general manager said the per- 
sonal lines committee decided Item (1) 
was the proper place for the declaration 
of value. He said the bureau would 
“consider clarifying the wording of Item 
(1) when a revision of the personal 
property floater form and rules is next 
undertaken.” 
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Phoenix of Hartford 
Premiums Increase 


REPORT OF HALF-YEAR MADE 


President North Cites Underwriting Loss 
Due to Higher Premium Reserve; 
Assets $219,000,000 


John A. North, president of the 
Phoenix of Hartford Companies, reports 
in his six months’ statement to share- 
holders that consolidated figures showed 
a statutory underwriting loss of $4,477,- 
571. Net premiums written increased 





JOHN A. NORTH 


$4,349,673 to $46,485,580. He noted that 
“underwriting results for the first six 
months of 1957 followed the general pat- 
tern of our industry as a whole and 
appear to be a continuation of similar 
trends current in 1956, 

“The increase of $3,338,000 in the un- 
earned premium reserve’ contributed 
largely to the underwriting loss on a 


statutory basis and is indicative of the 
_ increase in premium writings of 
13%. Casualty premiums showed the 


largest percentage increase of any class, 
about 60%.” Mr. North said. 
Auto Unprofitable 

Mr. North also stated that automobile 
experience countrywide continues to be 
unprofitable. He said that while rate 
increases have Seni approved in some 
states by regulatory authorities, in others 
long delays have been encountered. 
There is continuing evidence of higher 
claims and increased expense in settling 
these claims due to inflationary costs 
and larger judgments. 

Net investment income was $2,943,615 
which represents an increase of about 
3%. Total policyholder surplus was $114,- 
000,453, a reduction from December 31, 
1956, of $1,760,000 and consolidated assets 
increased to $218,790,013 or about 3 
million. 

Net losses incurred were $24,034,575, an 
increase over the same period in 1956 
of $1,639,838. The overall loss ratio was 
57.8%; loss adjustment expense 5.9% and 
all other expenses including commissions 
were 43.3%. 

Mr. North concluded in his report 
that “there were a number of improve- 
ments in some of the classified results 
and also in controllable expenses, but 
these have not as yet offset the higher- 
than-normal loss ratio overall.” 


Julius P. Mayer Dies 

Julius Philip Maver, 56, assistant vice 
president of the Hawkeye- Security of 
Des Moines, died at his home of cancer 
after an illness of seven months. Born 
in New York he moved to Des Moines 
in 1948 as assistant vice president in 
charge of inland marine for the Hawk- 





eye company. Previously in New York 
he had been inland marine secretary 
for the Royal-Globe Group and vice 


president of the. Employers Group. 


Texas Fire Loss Ratio 
Up 10%; Sharp EC Drop 


Texas experienced a 10% increase in 
its fire loss ratio in 1956 to 54%, accord- 
ing to figures released by the Board of 
Insurance covering fire and extended 
coverage business. 

The 1956 totals are: fire earned pre- 
miums, all classes, $74,201,963, and paid 
losses of $40,149,927, or 54%; EC earned 
premiums, statewide, of $51,065,778, and 
paid losses of $9,031,765, or 18%. The 
feature of the EC tabulation is a 4% loss 
ratio in the seacoast area. 

Fire loss ratios were up substantially 
in all major classes of risks from the 
44% figure of 1955, with brick protected 
risks increasing from 37% in 1955 to 58% 
in 1956 and with dwellings of all types 
going up from 47 to 51%. 

The five year (1952-56) aggregates 
show total earned fire premiums of $348,- 
582,994 and losses of $176,783,383, or 51%. 
On EC business, the 10-year experience 
figures, which still include the Texas 
City disaster of 1947, show earned pre- 
miums of $384,185,184 and losses of $115,- 
332,966, or 30%. 


NAIA to Act on Move 
For Incorporation 


Directors of the National Association 
of Insurance Agents will consider, at the 
Chicago convention next month, a pro- 
posal to incorporate the NAIA. This pro- 
posal is recommended by the executive 
committee which states that incorpora- 
tion “would not only lend to the sta- 
bility and protection of the association’s 
name, but tend to increase the prospects 
for continuation and survival in the 
event of internal distress or extreme 
financial stress.” 


Turkish Experts Study 


Crop Insurance Here 


agricultural experts of Turkey 
were in St. Paul last month to confer 
with executives of the St. Paul Fire & 
Marine on methods and procedures in 
establishing a system of crop insurance 
for Turkish farmers. They said they did 
not know whether Turkey will establish 
a state-operated crop insurance program 
or whether it would be left to private 
enterprise but they said the trend in 
their country is to encourage private 
enterprise. 

Mustafa Geckiner, director of the econ- 
omy section of the Turkish ministry of 
agriculture, and Nebih Yalas, deputy gen- 
eral director of the ministry, conferred 
during their stay in St. Paul with F. F. 
Beibighauser, superintendent of the farm 
and hail department of the St. Paul 
Fire & Marine, and Ralph G. Childs, 
Minnesota state director of the Federal 
Crop Insurance Corp. 


Two 


Home Issues Report 


(Continued from Page 1) 


ments on the experience for the first six 
months as follows: 

“The loss trend which affected ad- 
versely the entire property and casualty 
insurance industry in 1956 continued on 
into the first six months of 1957, again 
influencing underwriting operations in 
most major classes of business. 

More Modern Rating Structure Needed 

“The inflationary condition that marks 
our current national economic situation 


KENNETH E. BLACK 
also affected the over-all results. While 
building and replacement costs on prop- 
erty of all kinds continued to rise, the 
amounts of insurance in effect did not 
keep pace with the increase in values. 
Consequently, property insurance com- 
panies, including The Home, did not 
receive premiums commensurate with the 
ct Foe paid. Since the close of 1956 a 
gorous attempt has been made to rem- 
Mes this situation by local agents, indi- 
vidual companies and their associations 
through an extensive public relations 
effort. While the results of this endeavor 
to encourage property owners to insure 
to value have been gratifying, concerted 


action in this area must be maintained 
for long term success. 
“The present method of establishing 


rates for insurance has failed to produce 
a reasonable return. A more modern 
rating structure is needed in order to 
provide The Home, and other companies 
w hich have met their obligations to the 
insurance public, with a reasonable un- 
derwriting profit. Regulatory officials 
have been alerted to the need for in- 
creased rates and the formulation of 





that would 
changing 


flexible rating techniques 
respond more promptly to 
economic conditions, 

“While corrective measures are well on 
their way it is realized that they may 
not have as salutary an effect on 1957 
results as is desired. We are confident, 
however, that they will prove more than 
helpful in future operations as will the 
many constructive internal innovations 
that have been effected by your com- 
panies.” 





Bis Bill 
(Continued from Page 27) 


ate seeking ways to prevent repetition 
of the abuses which have been uncov- 
ered in the administration of joint wel- 
fare funds but there have been no 
further developments to date. The 
Chamber witnesses carefully pointed out 
the desirability of leaving the way open 
for state action and avoiding legislation 
in areas not beset by the abuses of 
trust that have been shown. Whether 
any action will be taken at this Session 
now seems doubtful. 

Unlisted Stocks—Insurance is excluded 
by committee amendment in legislation 
proposed to require registration with the 
Securities and Exchange Commission, 
by insurers and others, of unlisted st« ks 
traded in over-the-counter markets. 
There has been no further action. The 
Chamber opposed this measure, with 
special emphasis on the extent of regula- 
tion which already is being applied to 
some businesses such as insurance. 

Atomic Energy Indemnities — Passed 
by the House, the bill to provide Federal 
indemnification of commercial users of 
atomic energy, incurring liabilities over 
the amount of private insurance avail- 
able, now awaits Senate action. Al- 
though supported by business, this bill 
contains features that will require con- 
tinuing attention because of their signifi- 
cance to insurance. An example is the 
authority of the Atomic Energy Com- 
mission to examine insurance costs in 
determining necessary protection for an 
installation. 

Progress in private development is the 
major objective of the Chamber’s atomic 
energy program and the indemnification 
bill is a measure toward this objective. 
Currently, the Chamber is fighting to 
defend this private development against 
a drive to have the Federal Government 
move further into the electric power 
business, with atomic reactors. 

Industrial Safety—Bills for some form 
of Federal intervention in safety pro- 
grams have not made any headway after 


introduction this Session. 
* * 


No Security Merger 
President Lester C. Layman of the 
Security of New Haven this week denied 
all rumors of corporate changes. He said 
there “is going to be no merger, no sale, 
no liquidation of the business.” 
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And another agent has been won 
over by the aggressive leadership 
of the Pacific National Group. 
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267 To Receive CPCU Designation 
In New York; Murray Reelected Pres. 


The board of trustees of the American 
Institute for Property and Liability Un- 
derwriters, Inc., has reelected Hugh H. 
Murray, Jr. president of the Associated 
Insurers, Inc., Raleigh, N. C., to serve 
as president of the institute for the next 
vear. Austin F, Allen, chairman of the 
board of the Texas Employers’ Insur- 
ance Association of Dallas, Texas, and 
Nelson M. Knowlton, president of the 
Holyoke Mutual Fire of Salem, Mass., 
were elected to membership on the 
board. 

There was a large increase in number 
of persons completing CPCU_ require 
ments, with 268 persons receiving credit 
for having completed all examinations 
successfully. All excepting one of the 
268 had earned credit for one or more 
parts prior to this year, i.e. 267 were 
old candidates. Five of the 268 who ful 
filled the examination requirements hav 
not completed the experience require 
ment; 263 of them are eligible to receive 
the designation. Four persons who had 
not fulfilled the experience requirement 
in prior years did so this year. There 
fore, 267 persons were approved by the 
Board to receive the designation on 
October 2. This compares with 217 last 
year and is the largest number ever 
to be eligible for the designation in any 
one year. 


Presentation of Diplomas 


The national conferment of designa 
tions will be made in New York on 
October 2 at an All-Industry Luncheon 
sponsored by the New York Chapter of 
the Society of Chartered Property and 
Casualty Underwriters. The conferment 
will be conducted as one of the sessions 
of the annual meeting of the Society of 
Chartered Property and Casualty Under 
writers. Following the conferment in 
New York, regional diploma presentation 





meetings will be held under the sponsor- 
ship of the various chapters of the 
society. 

The 267 persons who are eligible to be 
awarded the CPCU designation in New 
York on October 2 come from 103 cities 
in 39 states, the District of Columbia, 
and Canada. The names and _ business 
connections of those in the Eastern field 
are presented as follows: 

A-B-C 

Robert S. Asci, multiple line underwriter, 
Royal-Globe Group, Boston. 

Eugene V. Backman, field supervisor, Travel- 
ers, Syracuse, N. Y. 

J. William Bagley, assistant manager, Trav- 
elers, Reading, Pa 

Leigh B. Bardsley, Mather & Co., Philadel- 
phia. 

Rose Marie Bausch, underwriter, Fireman’s 
Fund, Baltimore. 

Alfred Benker, assistant manager aviation de- 
partment, Royal-Globe Insurance Group, New 
York. 

William E. Bermingham, manager placing de- 
partment, C. W. Ryan & Co., Inc., New York. 

David T. Blaetz, supervisor, Home Insurance 
Co., Pittsburgh. 

Victor E. Bonander, assistant secretary, 
Phoenix of Hartford, Hartford. 

Albert E. Bouvier, Bouvier Insurance Agency, 
Southbridge, Mass. 

Frank T. Bragg, inland marine underwriter, 
U. S. Fidelity & Guaranty Co., New York. 

Douglas Brooks, special agent, Home Insur- 
ance Co, St. Louis. 

James W. Butterly, underwriter, Security of 
New Haven, New Haven. 

Robert E. Butz, treasurer, Field & Clarke, 
insurance agency, McKeesport, Pa 

William H. Case, auto underwriter, General 
of America, River Edge, N. J. 

Russell D. Chase, partner, Redfield, Chase and 
Clarke, Springfield, Mass. 

George F. Christie, superintendent of casualty 


insurance, American Surety, Syracuse, N. Y. 
Donald C. Cost, account executive, Charles W. 
Gale, Inc., Atlantic City. 
Harold L. Cutler, underwriter, America Fore 
Insurance Group, New York. 


D-E-F-G 

James J. Davis, administrative assistant, Trav- 
elers, Boston. 

Anthony C. DeMotta, automobile underwriter, 
America Fore Insurance Group, New York 

Robert E. Dickson, state agent, Royal-Globe 
Insurance Group, Flushing, N. Y. 

John T. Dobbin, partner, Fred L. Way Agen- 
cy, Hartford. 

David J. Donaghue, assistant field under- 
writer, Travelers, Boston. 

Benjamin R. Drayton, broker, Stokes, Pack- 
ard & Smith, Inc., Philadelphia. 

Donald Duddy, assistant insurance manager, 
Rayonier Incorporated, New York 

Henry H. Dunlop, insurance broker, New 
York. 

Louis E. Dwyer, Jr., 
Silver Spring, Md. 

James A. Ewart, partner, J. A. Ewart Agency, 
Pittsburgh. 

John J. Fabrizio, fire engineer, Aetna Insur- 


insurance analyst, 


ance Co., New York 

Carl A. Feiner, division manager, State Farm 
Insurance Co., Springfield, Pa. 

Robert J. W. Ferguson, senior underwriter, 
American Mutual Liability, Upper Darby, Pa. 

John J. Gallagher, field supervisor, Excelsior 
Insurance Co., Ballston Spa., N. Y. 

Warren V. Garland, special agent, Great 
American, Manchester, N. H. 

Charles W. Girgan, vice president, Mintz & 
Mahler, Inc., Kearney, N. J. 

Ralph S. Goode, partner, Julius Straus & 
Sons, Richmond, Va. 

George M. Gottheimer, Jr., underwriter, Mary- 
land Casualty, New York. 

Donald F. Grahn, field representative, Aetna 
Casualty & Surety, Reading, Pa. 

H-K-L 

John R. Haines, Haines & Haines, Burlington, 
ee 

Dana F. Higgins, Jr., special agent, Phoenix 
of Hartford, Albany, N. Y. 

James D. Hodnet, broker, Prevost & Herring, 
Philadelphia. 

Theodore F. Hoffman, president, R. S. Hoffman 
& Co., Boston. 








Richard W. Holliday, assistant manager, Cen- 
tral Inspection Bureau, East Meadow, N. Y. 

Edward D. Howe, department manager, Fred 
C. Church & Co., Lowell, Mass. 

Benjamin Hubay, examiner, Royal-Globe In- 
surance Group, New York. 

James N. Hubbard, Jr., chief underwriter, 
Liberty Mutual, Boston. 

Patrick C. Keating, chief underwriter, Em- 
ployers’ Group, New York. 

Robert F. Keihm, manager inland marine and 
automobile departments, Wright Agency, Inc., 
New York. 

James E. Kilduff, claim adjuster, United States 
Fidelity & Guaranty, Reading, Pa. 

Richard D. Knott, associate, Thompson & 
Peck, Inc., New Haven. 

George M. Korn, manager, casualty depart- 
ment, Ostheimer, Ostheimer-Walsh, Inc., Phila- 
, delphia. 

Matthew D. Lampeil, agent, Rosenberg & 
Kahn, Poughkeepsie, N. Y. 

Marvin Levine, Charles Lieberman Agency, 
Albany, N. Y. 

Edward A. Lifson, Jr., president, Binder Lif- 
son Agency, Millburn, N. J. 

Otis W. Littleton, underwriter, Pacific Na 
tional Fire, Philadelphia. : 

Paul G. Lofgren, underwriter, Liberty Mu- 
tual, Boston. 

James G. Loman, service manager, Albert M. 
Greenfield Co. insurance agency, Philadelphia 

Harry P. Lowy, Jr., agent, Jay, Schlesinger, 
Benisch & Lowy, Newark, N. J. 


M-N-O-P 

Bennett W. McGregor, New England represen 
tative, Murray, Van Der Poel & Baker, Inc., 
Providence, R. I. 

John J. G. McKinley, special agent, Fireman’s 
Fund, Drexel Hill, Pa. 

Thomas L. McMahon, supervising underwri‘er, 
Liberty Mutual, Brooklyn. 

John P. MecNicholas, General Accident, Phila- 
delphia. 

James R. McPherson, president and treasurer, 
James R. McPherson Insurance Agency, Boston. 

George Marshall Mills, president, George M. 
Mills, Inc., Highland Park, N. J. 

Faye Eliene Mitchell, office manager, S. 
Byrl Ross Agency, Inc., Parkersburg, W. Va. 

Walter J. Monks, claim manager, Security- 
Connecticut Companies, Buffalo, N. Y. 


(Continued on Page 31) 
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Walter W. Moore, underwriting superintend 
ent, State Farm Mutual Automobile, Spring- 
field, Pa. 

Talmadge M. Neece, 
Travelers, Washington, D. C. 

Francis W. Neely, underwriter, American In- 
surance Co., Pittsburgh. 

Gerard J. Nolan, compensation and_ liability 
underwriter, Maryland Casualty, New York. 

Margaret Mary O’Connell, supervisor of train- 
Employers’ 


supervis ng adjuster, 


ing program, New England dept., 
Group, Boston. 

William G. O’Connor, Hartford Fire, Brook- 
lyn. 

Jack F. Olson, field claimsman, Nationwide 
Insurance Co, Pittsburgh. 

William G. Palermo, Jr., agent. Wm. G. 
Palermo, Inc., Linden, N. J. 

Francis W. Palfrey, Jr., field manager, Amer- 
ican Mutual Liability, Hartford. 
Robert K. Parker, producer-underwriter, In- 
surance Company of North America, New York. 
John M. Powers, Jr., broker, Philadelphia. 
R-S-T-V 
Donald N. Ralston, insurance adjuster, Mel- 
ville B. Horter Company, Camden, N. J. 

Ronald H. Randall, underwriting manager 
boiler and machinery, Lumbermens Mutual Cas- 
ualty, New York. 

Charles A. Reinwald, Jr., 
manager, Allstate, White Plains, NY. 

Richard J. Reynolds, Jr.,  adm/‘nistrative 
trainee, Royal-Globe Insurance Group, New 
York. 

John R. Riedman, vice president, 
Agency, Inc., Rochester, N. Y. 

Jay P. Robinson, regional supe visor, Ameri- 
can Farmers Mutual, Rockville, Md. 

Charles L. Rue, Jr., partner and assistant 
manager, Charles E. Rue & Son, Trenton, N. J. 

Marvin I. Sameth, partner, Sameth Agency, 
New York. 

William A. Sherry, manager insurance depart- 
ment, Wm. T. Beazley Co., New Haven. 

Jack R. Shugg, 
United States Fidelity & Guaranty, Springfield, 
Mass. 

Ralph E. Slocombe, Prentiss & Parker, Inc., 


ass‘stant claim 


Riedman 


casualty superintendent, 


Reading, Mass. 
Wallace R. Smith, office manager, 
Form Service Office, New York. 
Walter E. Snow, chief underwriter, Fire As- 


Reporting 


sociation of Philadelphia, Philadelphia. 

John B. Stebbins, supervisor marine subroga 
tion department, Royal-Globe Insurance Group, 
New York. 

DeWitt A. Stern, president, 
Gutmann & Co., Inc., New York. 

James R. Taylor, assistant secretary, Walter 
F. Smith & Co., Trenton, N. J. 

Albert S. Townsend, inspector and adjuster, 
Millers Mutual Fire, Harrisburg, Pa. 

Williard W. Travis, vice president, Greene & 
Heywood, Inc., Worcester, Mass. 

Walter E. Turner, claims manager, Smith- 
Austermuhl Co., Camden, N. J. 

Charles J. Vojtech, accountant, Phoenix of 
London Group, New York. 

Joseph M. Volk, Jr., Trenton, N. J. 

Philip A. Wilde, Jr., agent, Allen, Russell & 
Allen, Hartford. 

Dudley C. Barrow, Parker & Co., Philadelphia. 


DeWitt Stern, 


N. Y. City Agents’ Golf 
Tournament Sept. 12 


The fourth annual golf tournament of 
the New York City Insurance Agents 
Association, Inc., will be held at the 
Rockville Country Club, Rockville Cen- 
tre, Thursday, September 12. William A. 
Waters, president of the association, has 
appointed John Weghorn to act as chair- 
man of the committee in charge of 
arrangements. He will be assisted by 
William A. Hanssler, Alan Eifert and 
Clarence Fuss. 

Details as to tickets and other infor- 
mation may be obtained from the com- 
mittee members or from Harry F. Legg, 
291 Broadway, BArclay 7-9494. 


Queens County Agents 
Golf Outing Aug. 22 


_The Insurance Agents Association of 
Queens County, Inc., states the seventh 
annual golf outing will be held on 
Chursday, August 22, at the Seawane 
Harbor Club, Hewlett, L. I. There will 
be : dinner in the evening. Alex Metz 
of Far Rockaway is in charge of reser- 
vations, 
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It shows—dramatically—how replacement costs have risen. 
It points out—authoritatively—the loss homeowners could 
suffer if not insured to full value. It helps you sell—quickly— 
the extra insurance most homeowners need. 

For example, this easy-to-use chart shows that a $10,000 
home duilt in 1946 would cost $15,200 to replace today! 
The Home Insurance Company has supplied its agents and 
brokers with copies of this Estimating Chart, based on 
figures supplied by F. W. Dodge Corporation, the nationally 
known source of construction information. If you do not 
have yours yet—if you want extra copies—ask your Home 

fieldman or write— 


HOME: 


Sut CCHCE C OUICMY 


Home Office: 59 Maiden Lane, New York 8, N. Y. 
FIRE e AUTOMOBILE ¢ MARINE 
The Home Indemnity Company, an affiliate, writes 
Casualty Insurance, Fidelity and Surety Bonds 


A stock company represented by over 40,000 independent local agents and brokers 
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N. Y. — to iis to 
123 William Street 


TO OCCUPY THREE TOP FLOORS 


New Quarters of State Agency to Be 
Ready for Occupancy in Latter Part 
of October 
The New York State Department of 
Insurance, in a_ significant multi-floor 
leasing transaction, has leased three 
floors in 123 William Street, 26-story 
air-conditioned building being completed 
by Ivor B, Clark and Erwin S. Wolfson 
The Department has been located at 61 

Broadway since 1940. 

The leasing agreement involves ap 
proximately 45,000 square feet of space 
comprising the entire 16th, 17th and 18th 
floors in the 123 William Street building 
which is now virtually 100% rented. 

The State agency, headed by Superin- 
tendent of Insurance Leffert Holz, will 
take possession of its new quarters upon 
completion of its space in the latter 
part of October. 

Major tenants of this building, nearly 
all of which have leased mu!ti-floor 
space, include the Hartford Fire Groun 
which has taken eight floors. Genera! 
Adjustment Bureau. American Insurance 
Group, American Casualty Co. of Read 
ing and The London Group 

The 123 William Street building 
scheduled to receive its first tenants 
next month, is being erected by Diesel 
Construction Co., New York, from plan 
by Emery Roth & Sons, architects 





Thomas Asst. Director of 
Promotion for NAIA 


‘arlton Thomas, managing editor of 
te Star-News newspapers of Wilmine- 
ton, N. C., has been appointed assistant 
director of promotion of the National 
Association of Insurance Agents. He will 
also hold down the positions of assistant 
editor and advertising manager of the 
American Agency Bulletin, official pub- 
lication of NATA. 

Clifford Reckling, who served on the 

3ulletin” as advertising manager for six 
years and was also assistant director of 
promotion, recently resigned to join the 
J. J. Coppo Advertising Agency, Bald 
win, N. Y., as vice president 

James R. Mathews is director of pro 
motion and publicity for the National 
Association and editor of the “Bulletin.” 

Mr. Thomas has had extensive experi 
ence in the newspaper field as reporter, 
city editor, managing editor and also as 
an assistant to the president of a chain 
of newspapers. He also worked several 
years in the International News Service 
as reporter, and as bureau chief in Mont- 
gomery, Ala., New Orleans and Boston 


Fergason to Address 
NAIA Chicago Meeting 


A nationally known insurance industry 
counselor on personnel will be one of 
the principal speakers at the annual con 
vention of the National Association of 
Insurance Agents. Guy Fergason, widely 
known counselor, will speak on the pro 
gram of the Agency Perpetuation Work- 
shop to be held on Tuesday, September 
10. The convention will open at the 
Conrad Hilton Hotel in Chicago on Sep 
tember 9 and continue through Septem 
ber 11. 

Mr. Fergason will bring a wide experi- 
ence to the convention and is an author- 
ity on his subject: “Tomorrow's Prob- 
lems and Tomorrow’s Management ” He 
has operated a personnel service devoted 
exclusively to all branches of the insur 
ance industry for almost 20 years 





Camden Fire’s New 


Buffalo Service Office 
The Camden Fire Insurance Associa- 
tion is opening a new service office at 
Buffalo, N. Y. Weston J. Durant, who 
has been traveling that territory for 
another company, is the Camden’s new 
state agent. His office is in the Wal- 
bridge Building, 43 Court Street, But- 
falo. 
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New York Agents and Field Clubs’ 
Joint Public Service Campaign 


“Operation Field Club Contact,” a 
joint effet of the New York State Asso- 
ciation of Insurance Agents and_ the 
Eastern Underwriters Association is now 
beginning to show results according to 
Craig Thorn, Jr. of Hudson, president 
of the agents association. 

The project was started a year ago 


NAIA Contributions 
For Ads Encouraging 


LEADING STATES ARE LISTED 


New York, New Jersey, Pennsylvania and 
Connecticut Among First 10; Many 
Cities Have Surpassed Quotas 


Contributions from members of the 
National Association of Insurance 
Agents for the $2,000,000 advertising 
campaign are “still coming in at an 
encouraging rate,” Alan H. Miller, Hack- 
ensack, N, J., chairman of the advertis- 
ing committee, reports. 

He said several states are nearing 
their suggested portion of the funds 
and a number of local associations have 
sent in checks for 100% or better of 
their so-called quota. 

In dollar volume Mr. Miller indicated 
the following states made up the “top 
ten”: New York, California, Louisiana, 
; Florida, Texas, New Jersey, Illinois, 
Eastern Underwriters Association to the Pennsylvania, Georgia and Connecticut. 
local agents associations in fire preven- The top ten states in terms of per- 
tion, accident prevention and other pub- centages of their suggested portions of 
lic_service activities. ies the $2,000,000 are: Louisiana, Florida, 

The project has the enthusiastic en- New York, Maryland, Alabama, Mpnivact 
dorsement of the industry as the co- of Columbia, Delaware, California, New 
ordinated effort of companies and agents Mexico, and New Jersey. 


will increase the impact of the fire and 3 
f Many Bonds Reaching Quotas 


“Operation Field Club Contact” at Work Mr. Miller listed associations in the 





following cities as having contributed an 
amount that equalled or surpassed 100% 
of their so-called quotas: Sioux City 
and Marshalltown, Iowa; Twin Falls, 
Idaho; Inglewood, Burbank, San Gabriel, 
Calif.; Centralia, Ill.; Augusta, Ga.; St. 
Petersburg, Fla.; New Iberia, New Or- 
leans, Ouachita, Baton Rouge, Calcasieu, 
Alexandria, Beauregard, Leesville, and 
Rayne, La. 

He added that more local associations 
are rapidly approaching the 100% mark 
and that several states which were col- 
lecting from their own members are 
expected to send in checks for the entire 
state in the next few weeks. 

Mr. Miller will make a complete re- 
port on the progress of the ad program 
before the national board of state direc- 
tors at the NAIA annual convention in 
Chicago, September 9-11. 


Left to right: Harry F. Inglis, president of the Troy Underwriters Association; R, W. Fairbanks, Ins. Broker, 


Roger Fritz, chairman of the public relations committee of the Albany Field Club; 
Alma P. Sherman of Schenectady, regional vice president of the New York State 
Association of Insurance Agents, and Burt Youngman of New York City, assistant 


Has Two New Interests 
Richard W. Fairbanks, who has a 


manager of the public relations department of the Association of Casualty & Surety background of 37 years as an insurance 


Companies and representing the New York State Insurance Speakers Bureau. 


and is now completely organized and 
ready to function. The plan revolves 
around the appointment of two company 
field representatives as special liaison 
with each of the 61 local agents asso- 
ciations affiliated with the New York 
State Association. The purpose is to 
lend the assistance of the six field clubs 
(organizations of field representatives 
of capital stock insurance companies) in 
New York State and the facilities of the 





SOBELSOHN COURSE 

The insurance course of the Sobelsohn 
School, New York City, will again be 
offered on Wednesday evening, Sep- 
tember 4. This course will be in prep- 
aration for the December New York 
State insurance brokers’ and agents’ 
examination. Classes meet on Monday, 
Wednesday and Friday evenings from 
6:30 to 9:30 p.m 


A. L. FRANZ DIES AT 90 
Anthony L. Franz, 90, who started an 
insurance company in Buffalo, N. Y., in 
his early 20’s, died July 25. He retired 
in 1947 from the insurance business but 
continued to be active in real estate un- 
til two months ago. 


PHOENIX DIVIDEND 
The Phoenix of Hartford has declared 
t dividend of 75 cents a share, payable 
October 1 to stockholders of record Sep- 
tember 10. 


broker and life general agent in New 
York City, has branched out into new 
accident prevention activities at the local fields but is still continuing his active 
level. interest in insurance. One of his inter- 
The planning portion of the project ests is the Insl-x Company, Inc., Os- 
was completed the latter part of July — sining, N. Y., dealing in electrical insu!a- 
when a series of eight regional meeiings tions and industrial coatings. Mr. Fair- 
was held throughout New York State. banks is president of this company. 
These meetings brought together the lo- Another interest which is engaging 


cal association officers and their “Con- some of his time is the Sulky Publishing 
tact Men” and after general discussion Co. which annually publishes a handi- 
the group separated and set up plans for cappers harness racing manual. Driver 


projects to be developed by each local ratings, standard-bred ratings and handi- 
association. capping a are set forth in this 
Of immediate importance are the Fire manual. Mr. Fairbanks, sole owner of 


Prevention Week activities to be fol-  “Sulky,” has published it for the past 
lowed by accident prevention projects three years. 
and further fire prevention plans. His insurance connections over the 


Mr. Thorn stated that the entire “Op- years have included the Connecticut Gen- 
eration Field Club Contact” was under eral Life as assistant manager in its 
the general supervision of Arthur L. John Street (N. Y.) branch office and 
Schwab of Staten Island, public rela- the United States Life of which he was 
tions chairman of the New York State a downtown New York general agent. 
Association, and Robert G. McKay of He now clears his life and A. & H. 
New York City, assisant manager of the business through the Aetna Life’s up- 
Eastern Underwriters Association. town branch office. 
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G. HUSKISSON 


BENJAMIN 


One of the new directors of the New 
York State Association of Insurance 
Agents, Benjamin G. Huskisson of Port 
Jefferson in Suffolk County, is prominent 
in a related field of endeavor. Mr. Hus- 
kisson is president of the Firemen’s As- 
sociation of the State of New York 
which represents all the volunteer fire- 
men including about 3,000 fire companies 
and better than 110,000 volunteer firemen. 

Mr. Huskisson’s insurance career and 
fire-fighting career started about the 
same time, He entered the insurance 
business in 1924 by establishing his local 
agency in Port Jefferson and in 1925 
joined as an active volunteer fireman, 
Suwassett Engine and Hose Company 
4+¢2 of the Port Jefferson Fire Depart- 
ment and still remains on the active list. 
In the insurance business ‘he went on to 
become a director of the Suffolk County 
Association and became active in the 
state association work. He was elected 
to the board of directors of the State 
Association at the 1957 convention. He 
has been elected to three five-year terms 
as a commissioner of the Port Jefferson 
Fire District and has held the office of 
president of the Suffolk County Volun- 
teer Firemen’s Association, the Southern 
New York Volunteer Firemen’s Asso- 
ciation, and was one of the organizers 
and first president of the Central North 
Shore Volunteer Firemen’s Association 
in Suffolk County. 


Bowes & Company, Inc. 


Moves to Larger Quarters 


Bowes & Company, Inc., national rep- 
resentatives for both Lloyd’s of London 
and the facultative reinsurance depart- 
ment of the Reinsurance Corporation of 
New York, makes an intra-building move 
August 9. The insurance firm’s opera- 
tions moved from the 32nd to the 19th 
floor of the Field Building, 135 S. LaSalle 
St. It occupied its 32nd floor suite since 
1935. 

“In view of expanded operations 
spurred by our growing number of ac- 
counts, we find it necessary to move to 
larger offices,” said Jerome P. Bowes Jr., 
president of the firm. The new quarters 
will afford 60% more space for the 
organization’s staff of 50, said A. T 
Seaholm, executive vice president. He 
manages the national organization with 
E. Howard Teichen, vice president. 

Bowes & Company. Inc., was estab- 
lished here in 1922 and has a New York 
City office. 
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Cites Confusion In Time Element 
Coverages For Dwelling Risks 


Confusion in time element coverages 
on dwelling risks was discussed by Allan 
Wikman, director of education and re- 
search, General Adjustment Bureau, be- 
fore the recent annual meeting of the 
Loss Executives Association at Shawnee- 
on-Delaware, Pa. This confusion he be- 
lieves will continue until the coverage is 
made uniform. Mr. Wikman set forth 
the following principles dealing with 
rental value coverage and additional liv- 


ing expense, the two time-element cov- 
ers for dwellings: 
1. Rental value coverage insures 


against loss of income or potential in- 
come. 

2 Only a 
income. 

3.A landlord is one who owns prop- 
erty or portions of property not occu- 
pied by himself but rented to others or 
held for rent by others. 

4. Additional living expense coverage 
—e against loss due to expense. 

Any occupant of dwelling property 
esis to lose due to expense, whether 
he be an owner or a tenant. 

6. What is “rental value” to a land- 
lord is rent to the tenant and cost of 
ownership to the owner-occupant. ° 

7. Rent and cost of ownership are ex- 
pense—never income. 

8 Additional living expense is abnor- 
mal expense less normal expense if it 
discontinues, or to the extent to which 
it discontinues. 


landlord can suffer loss of 


Removing the Confusion 

The confusion in approach can easily 
be eliminated, Mr. Wikman observed 
by: 

1. Changing the wording of the stand- 
ard dwelling form to grant both addi- 
tional living expense and rental value 
coverage to accommodate both the own- 
er-occupant and the landlord. 

Removing the words “if rental prop- 
erty” from the provisions of the Dwell- 
ing Building and Contents-Broad Form, 
the Dwelling Buildings Special Form, 
and the Comprehensive Dwelling Policy. 

“Then we might consider the varia- 
tions in monthly limits and the fact that 
10% extensions of insurance on the 
dwelling item are of no benefit to ten- 
ants,” he said. 

In his talk Mr. Wikman outlined the 
confusion, which he stated is the out- 
growth of conflicting language in the 
various policies covering rental value or 
additional living expense and which he 
feels can be eliminated by a uniform ap- 
proach, in part as follows: 


Two Coverages for Dwelling Risks 

“The equivalent of the profit and loss 
statement of a mercantile or manufac- 
turing risk is the family budget. How- 
ever, there is an important difference 
which explains why we need two differ- 
ent coverages for dwelling risks. That 
difference lies in the fact that the occu- 
pant of a dwelling is not depending upon 
that dwelling for his basic income. He 
earns his living elsewhere. His basic 
income continues even if his living quar- 
ters are destroyed. 

“Hence, as to time element losses on 

dwelling risks, we hardly ever deal with 
both income and outgo, but with one or 
the other. That’s the very reason why 
we deal with time element losses on 
dwelling risks under two distinct desig- 
nations, i.e., rental value and additional 
living expense. Additional living ex- 
pense deals with expense. Obviously, 
rental value deals with income. Conse- 
quently, the next two important matters 
that we must agree upon are: 
_ “Additional living expense coverage 
insures against loss due to expense, and 
rental value coverage insures against 
loss of income. 

“If we firmly agree on these state- 
ments, we can now see the cause for 
the existing confusion. 

“We have already agreed that addi- 


tional living expense insurance covers 
against loss due to expense. It follows 
that tenants and owner-occupants need 
additional living expense and not rental 
value insurance. Any loss to which they 
are subject is recoverable under addi- 
tional living expense coverage because 
it becomes a loss due to expense; not a 
loss of income,” Mr. Wikman stated. 
“As far as dwelling risks are con- 
cerned, that takes care of everybody— 
with the exception of the landlord. Only 
dwelling owners who are landlords or 
potential landlords can suffer a loss of 
income as far as a dwelling risk is con- 
concerned, i.e.: 
“Only a adinds 
rental value coverage. Both the owner- 
occupant and the tenant can _ benefit 
from additional living expense coverage. 
“The large majority of dwelling risks 
are private, one-family dwellings. Of 
these, most are owner-occupied and with- 
out tenants. This fact is pointed out 
merely to emphasize the relative impor- 
tance to the insuring public of additional 
living expense coverage versus rental 
value coverage. Those who need rental 
value coverage are few and far between 
by comparison. I venture to say that 
they are about 5% of the insurance- 
buying public, and certainly under 10%. 


can benefit from 


Comparison of Coverages 


“Tt should be interesting to examine 
the extent to which the various policies 
and forms meet the needs of the insur- 
ing public and to see why this subject 
is steeped in confusion. 

“The approach of the three Homeown- 
ers policies is uniform and reads as 
follows: 

“‘Coverage E—Additional Living Ex- 
pense: If loss under Coverage A, B or 
C renders the described dwelling or ap- 


purtenant private structures untenant- 
able, this company agrees to pay the 
necessary and reasonable increase in 
expense in conducting the insured’s 
household caused by such untenant- 
ability. If a portion of the described 


dwelling or appurtenant private struc- 
tures is rented to others or held for 
rental, this company will reimburse the 
insured for the loss of fair rental value 
of such portion during the period of un- 
tenantability.’ 

“This language does not conflict in 
any way with the principles upon which 
we have agreed. Homeowners policies 
are sold only to owner-occupants whose 


first need is additional living expense 
coverage. If, by chance, the owner- 
occupant is or becomes a landlord or 
potential landlord, the rental value cov- 
erage is there and takes over. 


Needs of the Tenant 


“The Homeowners policies also take 
care of the needs of the dwelling tenant 
by a clause in the tenant’s policy which 
reads: 

“Under “Provisions Applicable Only 
to Section 1,” the paragraph entitled 
“Coverage E, Additional Living Ex- 
pense,” is amended to read as follows: 

“Tf loss to the building or to prop- 
erty insured under Coverage C (Per- 
sonal Property On Premises) by a peril 
insured against renders the premises un- 
tenantable, this company agrees to pay 
the necessary and reasonable increase 
in expense in conducting the insured’s 
household caused by such untenant- 
ability.’ 

“T believe that we can agree that the 
Homeowners policies are designed to 
deal with this subject correctly and ade- 
quately,” Mr. Wikman continued. “If 
we do, we will use their approach as a 
criterion and need only point out the 
shortcomings in other forms by a com- 
parison, keeping in mind, of course, that 
a Homeowners policy is not availz ible to 
an owner who does not occupy any por- 
tion of a dwelling which he owns. 


Broad and Special Forms. 


“rr 


The Dwelling Building(s) and Con- 
tents—Broad Form and The Dwelling 
3uildings Special Form. In these forms 
a 10% extension of coverage reads as 
follows: 

“As respects the amount of insur- 
ance applicable to the principal dwelling 
item, the insured may apply up to 10% 
as an additional amount of insurance 
to cover (a) rental value of the de- 
scribed building(s) with respect to any 
portion thereof not occupied by the in- 
sured subject, however, to the provisions 
of Section 7 of this form and (b) addi- 
tional living expense with respect to any 
portion—occupied by the insured, subject 
however to the provisions of Section 8 
of this form; but not to exceed said 
10% for both (a) and (b) in the aggre- 
gate.’ 

‘That wording also recognizes the dis- 
tinction between the needs of the owner 
in his capacity of an occupant and that 
of a landlord, but the Dwelling Build- 
ing(s) And Contents Broad form makes 
no provision for extension of coverage 
to a tenant who needs Additional Living 
Expense coverage. The 10% extension 
which applies to insurance on the princi- 
pal dwelling items doesn’t help him any. 
Could that possibly be classified as dis- 
crimination? These two forms have the 
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advantage over the Homeowners policies 
of accommodating the dwelling owner 
regardless of whether he occupies any 
portion of his dwelling or none at all. 

“Unfortunately, the section of these 
forms to which this extension of cover- 
age is subject represents the beginning 
of the confusion that we have been 
talking about in that it says: 

“When the insurance under this pol- 
icy covers rental value, such insurance 
shall cover the fair rental value of the 
building(s), ete. and, if rental 
property, as furnished and eqiupped by 
the owner, etc... . 


Rental Property 

“*Rental property’ must mean prop- 
erty or portions of property rented to 
others or used for rental to others. W hy 
then the words ‘if rental property’? 
They infer that the rental value cover- 
age applies even if the property is not 
‘rental property.’ If that is so, every- 
thing we have agreed upon is wrong. 

“Note that the only limitation in these 
forms is the 10% of the insurance on 
the dwelling itself, but I would note that 
in the New York area when dwelling 
risks are subject to co-insurance much 
confusion exists as to whether it applies 
to time element losses. 

Comprehensive Dwelling Policy 

“The Comprehensive Dwelling Policy 
deals with this problem in about the 
same manner as do the Dwelling Build- 
ing(s) And Contents—Broad Form and 
the Dwelling Buildings Special Form as 
far as phraseology is concerned. How- 
ever if the rental value coverage is in 
a specific amount for which a premium 
has been charged, there is no limit per 
month. If it is a 10% optional extension, 
the limit is 1/12 of 10% per month. 

“The monthly limit for additional liv- 
ing expense coverage is 25% of the 10% 
extension, or 25% of the amount of any 
specific insurance per month. 


Standard Dwelling Form 
“We are approaching the bug-a-boo 
which, in my opinion, is the principal 
cause of the confusion which exists in 
the handling of time element losses 
(dwelling risks). The Standard Dwelling 


Form provides a 10% extension which 
reads as follows: 
“The insured may apply up to ten 


percent of the amount specified for the 
principal dwelling item to cover rental 
value as hereinafter defined, but not ex- 
ceeding one-twelfth of said ten percent 
for each month the described dwelling 
or appurtenant private structures (ex- 
cept those used for mercantile, manu- 
facturing or farming purposes) or parts 
thereof are untenantable.’ 


“The definition says in essence: “The 
term “rental value” shall mean the fair 
rental value of the dwelling or appur 


tenant private structures—whether rent- 
ed or not, etc. ... less such charges and 
expenses as do not continue.’ 

“What is wrong with that? It does 
not grant any extension to cover addi- 
tional living expense. 

“It should be remembered that every 
occupant needs additional living ex- 
pense coverage, whether he be owner or 
tenant, but only the landlord can bene- 
fit from rental value coverage. Hence, 
if our theory is correct (and I, for one, 
am convinced it is) then the 10% exten- 
sion as it is written in the standard 
dwelling form only apy pe the land- 

(Continued on Page 34) 
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Court Rejects Defense of Delay 
By Underwriters at London Lloyds 


In a decision handed down on July 22, 


by Judge Sylvester J. Ryan of the U.S. 
District Court for the Southern District 

New York, underwriters at Lloyds of 
London were held liable for a fire loss 


ocurring at Valpariso, Chile, on October 


5, 1951. In a lengthy opinion the court 
dealt with a number of defenses, includ- 
ing a contention that the insurance on 


a cargo of paraffin wax had lapsed or 


terminated because of an unusual and 
unreasonable delay at ‘port of discharge.’ 

The decision was rendered in the case 

Industrial Waxes, Inc. v. Gerald Few 
Brown. (Brown was one of a group of 
underwriters at Llovds of London ) 

The plaintiff had sold a quantity of 
wax to an importer at Santiago, Chile 
Although there was some dispute as to 
the terms of the sale, the court held 
them to be CIF Valpariso, FOB New 
Orle ans with the purchase price payable 
in U. S. dollars. A number of shipments 
were a pursuant to the sale of which 
two were involved in this suit. These 
two left the United States in the spring 
of 1951, arriving at Valpariso, the estab 
lished port of entry for Santiago, and 
were discharged from vessel into Cus- 
toms. 

No ‘li documents, consisting of bill 

lading to shipper’s order, sight draft 





sacl insurance certificate, were, in each 
‘ 


instance, sent to a Chilean bank for col- 
lection. The two shipments remained i 











Customs for periods of three and five 
months respectively awaiting vern 
mental release and clearance of U. S 
dollar exchange, and until they were 
destroyed by an extensive fire within 
Customs’ precincts 

During this wait, the collecting bank 
had, = out specific instructions from 
the shipper but in accord with its usual 
practice, effecting fire insurance payable 
in pesos in a Chilean insurance com 


111) charged the cost thereof to 
the importer 


Defenses of Lloyds 


The defenses interposed to plaintiff's 
suit on ties Is’ certificates were that the 

iods of time during which the goods 

in Customs were neither nor- 
ithin the contemplation of the 
the insurance contracts; that 
ce by its terms terminated 30 
lischarge from ocean-going 
title to the shipments had 
_ the importer so that paintiff 
1e real party in interest at the 
fire; and that the effecting 
lection under the Chilean fire 
1 recognition that 
es had lapsed prior to 


Ps ] 1 - ar + 
and acted a 1 bar to any re- 

















In answering each af” these defenses, 
the court ruled that the delay was 
neither “unusual nor unexpected”: that 


the shipments were insured under the 
Lloyds certificates “while reasonably de- 
layed in customs awaiting release of 
American dollars” with no contractual 


limitations to the contrary; that the 
ight drafts not having been paid by the 
importer, the plaintiff was still the “party 
in interest” at the time of loss; and, 
lastly, that the effecting of the Chilean 
fire insurance was immaterial to any 
liability under the Llovds’ certificates 
Judge Ryan remarked further on this 
point that the proceeds of the Chilean 
insurance were at all times made avail- 
able to the defendant upon paying the 
loss against which it had insured 

In passing on the defense of delay, the 








court spe ‘ifically ruled: 

“Neither the open cover nor the certifi- 
cate contains any restriction on the 
period during which the goods might be 





held in customs. The delay in customs 
was neither — nor unexpected, It 
was, on the contrary, such a common 


experience with aaaonate to this coast 
that defendant had had to set its insur- 
ance rates on such shipment “much high- 
er” than to other ports. It was well 
within the contemplation of the parties, 
and did not serve to discharge the de- 
fendant although it may have been of 
considerable duration. Arnold vy. The 
Pacific Mutual Ins. Co., 78 N. Y. 7.” 
Marine Underwriters will be interested 
in the Court’s remarks relative to Lloyds’ 
“Warehouse to Warehouse” Cargo 
clauses. 

Defendant contended that the Insti- 
tute Cargo clauses terminated coverage 
30 days after discharging from vessel. 
Although conceding that the Institute 
Cargo clauses were made a part of the 
open cover, the court pointed out that 
the open cover was merely an agreement 
to insure—that the certificate of insur- 
ance subsequently written constituted 
he ee or policy of insurance. That 
under the latter, not only was the 30 day 
limitation not physically a part of the 
certificate, but was specifically excluded 
from being read in by the “Cargo Clause 
(Wartime Extension)” printed on the 
reverse of the certificate. On this point 
the court said: 

“While the certificates of insurance did 
ot issue and the loss did not occur in 
wartime and this clause is described as 
wartime extension, nowhere in the body 
thereof does the word wartime appear, 
none of its terms are so limited and no- 
where else in the policy is there any 
indication that its application is to be 
so limited. It became an integral part of 
the contract of insurance and operated to 
delete Clause 1 of the Warehouse to 
Wareho:se Clause of the open cover.” 

Plaintiff was ——— by the law 
firm of Milton B. Ignatius with Lester C. 
Lockwood Jr. as trial counsel and Joseph 
S. Catalano of counsel. Lloyds Under- 
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Chubb & Son Nuclear Risk Booklet 


A brief, non-technical survey of indus- 
trial nuclear science with special empha- 
sis on radiation and other hazards has 
been published by Chubb & Son. Titled 
“Nuclear Industry Hazards,” the book- 
let is for the information of insurance 
agents and their assureds. It may be 
obtained from Chubb & Son’s New York 
office at 90 John Street, or any of their 
branch offices. 

The booklet is designed to fill the need 
for background information on the boom- 
ing nuclear industry. The revolution- 
ary uses of atomic energy bring with 
them many new types of insurance ex- 
posures because of hazards to the public, 
employes and property. 

The publication grew out of a seminar 
on nuclear industry hazards held Octo- 
ber 31, 1956, at Chubb & Son’s main 


Time Element Covers 


(Continued from Page 33) 


lords—less than one-tenth of the insur- 
ing public. The 10% extension offers no 
benefit to the tenant, because he does 
not or would not carry insurance on the 
dwelling item. 

“To complicate this matter further, the 
custom is to pay rental value to an oc- 
cupant under the rental value coverage. 
This is to infer that cost of ownership 
is an income, which is not so. The min- 
ute we apply rental value coverage to 
an item of expense we create confusion. 

“The Standard Dwelling Form is the 
oldest form. Could it be that it dates 
back to the days when vacant dwellings 
were plentiful so that if one’s dwelling 
became untenantable all one had to do 
was to move into another one and pay 
rent? That could be, and there would 





writers were represented by Dow & 
Stonebridge, with Daniel L. Stonebridge 
as trial counsel and Raymond W. 
Mitchell of counsel. 
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office for the firm’s executives and un- 
derwriters. The forum, first of its kind 
ever arranged by a major insurance 
organization, was conducted by scientists 
from Walter Kidde Nuclear Labora- 
tories, Inc., consultants on industrial uses 
of atomic energy. 

Summarizing topics of the seminar, 
the booklet deals with the nature of 
radiation and its potential dangers. It 
also illustrates and describes the x 4 a- 
tion of a nuclear reactor, with its elabo- 
rate, triple-checked safety precautions. 

Atomic Energy Commission records 
indicate that the nuclear industry is a 
low risk occupation. But Karl H. Puechl, 
manager of Kidde’s Theoretical Depart- 
ment and author of the pamphlet, details 
the possible devastation which could fol- 
low a major nuclear catastrophe. 


be nothing wrong with calling that 
rental value coverage if it were not for 
later forms which specify that rental 
value coverage pertains only to dwellings 
or portions of dwellings not occupied by 
the insured. In order to make it pos- 
sible to explain rental value coverage to 
young adjusters we cannot have it mean 
one thing in one form and another thing 
in another, particularly as we might 
very well have combinations of forms 
on the same risk. 

“Take the case of a Homeowners pol- 
icy with credit for existing insurance 
under the Standard Dwelling Form. The 
homeowner occupies the whole dwelling 
so only the additional living expense 
coverage is involved. Are we to take 
credit for rental value coverage ? Chances 
are that your answer would be ‘No,’ but 
if the Standard Dwelling Form was on 
the risk alone you would pay for ‘cost of 
housing,’ which is one item of expense 
under the rental value coverage that in- 
sures against loss of income, or should 
if other forms are correct in their ap- 
proach, which I believe they are.” 


N. Y. Mariners to Hold 
Field Day Sept. 24 


The New York Mariners Club, at its 
executive committee meeting on August 
6, announced plans to hold the club’s 
seventh annual field day at the Wheatley 
Hills Golf and Country Club, East Wil- 
liston, Long Island, on Tuesday, Sep- 
tember 24. Under the chairmanship of 
Skipper William B. Bolton, the session 
also selected a slate of speakers for tall 
meetings. 

Membership of the New York Ma- 
riners Club is made up of inland and 
ocean marine underwriters, with repre- 
sentatives from many of the largest 
insurance companies. 


Decker Michigan State 
Agent for Atlantic Cos. 


James F. Decker has been appointed 
state agent in Michigan by the Atlantic 
Companies (Atlantic Mutual and Cen- 
tennial). Mr. Decker’s entire career has 
been in insurance starting with an in- 
spection bureau and continuing with two 
major fire companies in Indiana ee 
Michigan. He will be in charge of 
operations for Atlantic Companies in 
Michigan under John J. Mackowski, 
manager of the Detroit office. 
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Insurance Securities Trust Fund Has 


The 
Oaklan 
holder 


companies, 
port net assets of $242,960,555, a gain of 


over & 
appreci 
money 


$249 Million 


Insurance Securities Trust Fund, 
d, Calif., largest single share- 
in many ‘of the nation’s insurance 
shows in its semi- -annual re- 


31 million as a result of capital 
ation, dividends received and new 
invested since last December 31. 


months, 


The following list of the 


June 30 


As of July 12, date of the Trust Fund’s investments as of 

letter to investors, net assets had fur- eight companies have been 

ther increased to over $249,000,000. January 31, 1957. These ar 
Leland M. Kaiser, board chairman of National of Galveston (723810 


the Fund who is also president of Insur- 


ance Se 
June 3 
shares 
ance c¢ 


mean or market prices. 
these holdings was $200,888,053. 


“Divi 
tinued 


of 1957 amounted to $3,662,388,” said Mr. 
Kaiser. Gains realized from securities does its 
sold totaled $1,275,300 contrasted with value of the Fund’s total 


$274,149 in the same period of 1956. Un- 
realized appreciation on securities in the 


Trust 


Shares 
62,750 
86,500 
59,385 
40,000 
30,000 
12,070 
414,900 
72,810 
58,760 
120,000 
2,540 


12,500 
43,500 
100,000 
7,600 


33,775 
34,140 
600 
16,780 
22,615 
123,700 
84,806 


60,000 


160,635 
40,000 
70,840 
76,160 

141,670 

200,090 
23,060 


54,350 
96,860 
14,640 
27,207 
168,310 
7,245 


50,000 
56,960 
30,000 
266,250 
63,850 


10,350 
8,745 


9,590 
1,630 


20,700 


ecurities, Inc., reveals that as of | ton (600 shares) ; 
0 the Trust Fund’s holdings of dent of Nashville, a 
in 85 fire, casualty and life insur- Northwestern National Life 


ompanies totaled $241,812,876 at 
Average cost of 
dends received or accrued con- 


to grow and during the first half share holdings 


ing securities 


Fund during these six months The list follows: 
Company Cost 
Aetna’ Casualty & Surety... ......... $ 6,025,710.00 
AGtiia CIMSUTARCE «casks ic eos ob 0 nee 5,390,037.93 
aint) ey Ul PAR ae ae ae ee ea ere 6,317,268.17 
PURPPAG CUAL) cic. 2 Ric se! <-aiale, een a eeesscany 1,190,615.63 
American: Equitable 9 .20.555354..0.65 1,012,098.42 
PRACTICA AGOMIETAL ©, oo asa aikee Sets 498,400.00 
Aanerican THSUPAnCe: 365 is ess 9,073,717.44 
Aametacan: | NAUONAI Hse .6 sco Oe ae 0 618,885.00 
American Re-Insurance ............ 1,295,767.00 
PIMELICATT DSULCCY: 6 osc Wloc seo 3 Sis) ab Se 2,188,018.88 
Pieter GAstOley ado sou Sk 6 eee bss ls 63,500.00 
BATIRETS Ot SIMD DETS eiec's- csc a 55 vos 674,778.45 
3eneficial Standard Life ............ 713,937.50 
ISCREOM UL TTSUP ANCE logis ho toed Soptieee ares 3,536,714.20 


3usiness Men’s Assurance 505,961.25 


California-Western States Life...... 3,175,237.10 
MATIN Tay APTI ia bo ohis Pace reais iia din aew a's cove 903,314.38 
Columbian National Life ........... 46,200.00 
Connecticut General Life ........... 3,619,175.00 
Continental Asstirance. :..5..6......4.. 2,488,039.54 


5,366,751.56 
3,765,951.82 


1,006,818.50 


Continental Casualty 
Continental Insurance 


Employers Reinsurance Corp........ 


Federal: Insurance Co: ....0600.. 4,135,922.50 


PHGGHt cre WPCDOSIL. sos. esciseig ce 6 325 2,593,736.63 
Fidelity-Phenix Fire ..............5- 3,332,019.12 
Fire Association NES i te eens 2,883,525.13 
oreo: PA. bjt: hh ea eo eee 8,195,709.40 
Piremen’s of Newatk ......csc00..4.+ 5,067,009.32 
Mea Ser eo ceo eaten ates 1,821,241.81 
General Reinsurance 3... 0.6.6.5 5. 1,933,931.34 
ae RRS ts pa as 3d chattrns aera ie al giore s 3,100,283.48 
ISIGBe! Ge TODO 6 ol So ce ees 320,629.25 
Government Employees Insurance Co 1,544,109.94 
Greats american sas Sfalvs feeees + a.s's 5,626,195.79 
Gult Tisarinee<Con:.. das. iativalsns 3. 541,745.00 
RRGHOMEL NEG 6) .4 Wisk aa sO silica es 1,852,943 26 


Hartford Fire 
Hartford Steam Boiler 


Home Insurance of New York...... sake 273,658. 66 
Insurance Co. of North America.... 4,648,368.42 
Tefferson: Standard: Lite: ..0 5.5 +.5-+ 984,621.76 
Jersey Insurance Co. of New York.. 286,341.25 
Kansas City Fire & Marine........ 348,703.00 
USENET (i it (07 i ge re re ae Se org 2,053,140.00 
Life & Casualty of Tenn............ 467,987.50 


(Continued on Page 38) 


Massachusetts Indemnity & 


more than 10% of the 
of 


Life 
National Life 
Tenn. 


Pacific Employers (5,400 shares) ; 

Insurance Co. (20,000 shares) 

ity Universal (1,000 shares). 
The Trust Fund has 


also 
many of 


5% 


each such 


Market 
Value 

$ 8,690,875.00 
5,741 ,437.50 
11,817,615.00 
1,060,000.00 
900,000.00 
437,537.50 
10,813,331.25 
787,258.13 
1,682,005.00 
2,280,000.00 
66,040.00 


662,500.00 
804,750.00 
3,237,500.00 
501,600.00 


3,056,637.50 
947,385.00 
49,200.00 
5,008,830.00 
2,770,337.50 
11,024,762.50 
4,176,695.50 


1,605,000.00 


6,063,971.25 
3,520,000.00 
3,754,520.00 
3,122,560.00 
7,331,422.50 
6,612,500.00 
2,395,357.50 


2,690,325.00 
2,905,800.00 
258,030.00 
2,074,533.75 
5,985,524.37 
496,282.50 


1,831,250.00 
8,657,920.00 
2,392,500.00 
10,600,078.13 
6,688,287.50 


913,387.50 
290,771.25 


287,700.00 
2,102,700.00 


410,118.75 


shows 
added since 
American 
shares) ; 


, and 


Invested in 85 Cos. 


increased over $16,700,000 while net new 
money invested exceeded maturities 
withdrawals by almost $10,000,000. 
Mr. Kaiser also noted that the number 
of participating agreements outstanding 
reached an all-time high in the 
up from 61,879 to 66,796 
Trust Fund’s 


and 


first six 


that 


of Bos- 


& Acci- 
(4,090 shares) ; 
(300 shares) ; 


Pacific 
Trin- 


added to its 

the 
companies in the portfolio but in no case 
investment exceed 
assets nor is it 
outstanding vot- 
company. 


other 


of the 


% of Total 


Assets at 
Market 


3.6% 
2.4 
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American Bonding to 
Merge With F. & D. 


B. H. MERCER | EXPLAINS MOVE 
Purpose of Consolidation, He Says, Is 
to Increase Efficiency and Economy 
of F. & D.’s Operations 





B. H. Mercer, president of Fidelity & 
Deposit, has announced that preliminary 
steps have been taken to consolidate the 
operations of F. & D.’s wholly-owned 


subsidiary, American Bonding Co., with 
those of the parent organization. This 
move, Mr. Mercer explained, is for the 


purpose of increasing the efficiency and 
economy of F. & D.’s operations and it 
will have the ultimate effect of retiring 
the American Bonding from business. 
In the past, Fidelity & Deposit and 
American Bonding have maintained sep- 
but have 


arate agency organizations, 
functioned with the same home office 
and field office personnel. In addition, 
A. B. Co.’s net retentions have been 
reinsured 100% by F. & D. 

Mr. Mercer disclosed that A. a Co 
representatives are being offered agency 


contracts with F. & D Aconamimiute 
are also being made for SY stematic trans- 
fer of all A. B. Co. business to the 
F. & D. He stressed that during the 
transition American Bonding will remain 
fully qualified in all jurisdictions where 
it is presently operating, to the end that 


all rights and interests of A. B. Co 
agents and their clients will be com- 
pletely protected. 

“We sincerely believe,” Mr. Mercer 
said, “that this merger of our two com- 


panies, by enabling a more complete 
concentration of our energies and re- 
sources, will produce both immediate and 
long-range benefits for the company, its 
representatives and their clients.” 


MANNION NAMED CAS. MGR. 

Adrian A. Mannion has been appointed 
to the Danross Agency, Platt Street, 
New York, as manager of the casualty 
underwriting department. Mr. Mannion, 
formerly manager of the casualty de- 
partment of National Surety, has been 
in the insurance business in New York 
for the past 30 years. 


To Hear Frank ae 


Frank Lang, president of Frank Lang 
Associates, Inc., management consulting 
firm of New York and Chicago, will 
address the annual meeting of the Con- 
ference of Mutual Casualty Companies 
on September 13 in Chicago. His subiect 
will be “The Insurance Sales Manager, 
His Place and Responsibility.” 


Cont’! Coianalie Tops 
$112,700,000 Net Prems. 


FIRST SIX MONTHS’ RESULTS 
Chairman Tushbvelter Reports Under- 
writing Profit of $70,834 Despite In- 
flation Impact on Automobile Lines 
Continental Casualty and its subsidi- 
ary, Transportation Insurance Co., wrote 
consolidated net premiums of $112,713,- 


521 in the first six months of 1957, it is 
announced by Chairman Roy Tuch- 
breiter. This was an increase of $10,- 


740,892 over the same period of 1956 
Consolidated net income from opera- 
tions was $3,586,139 as compared with 
$5,292,094. Mr. Tuchbreiter pointed out 
that the first half of 1957 was one of the 


worst pe ‘riods from the standpoint of 
underwriting results in the history of 
the fire and casualty insurance industry 


Notwithstanding this condition, Conti- 
nental Casualty showed an underwriting 
profit of $70,834 as compared with an 
underwriting profit for the first half of 
1956 of $5,013,927. Mr. Tuchbreiter em- 
phasized that the decline in underwrit 
ing profit was due almost entirely to 
unsatisfactory results in the automobile 
lines where the impact of inflation has 
been heavy. Rate increases in these 
lines are gradually being approved by 
the State Insurance Departments. 

\t June 30 the company’s consolidated 
capital funds amounted to $157,604,233, a 
gain since December 31, 1956 of $4,296,- 
015, 

Declare Regular and Special Dividends 

The directors of Continental Casualty 
have declared the regular quarterly divi- 
dend of 35 cents per share, payable Au- 
gust 30, 1957. to shareholders of record 
August 16. In addition they have de- 
clared a special dividend out of the com- 
pany’s holdings of Continental Assurance 


shares, to be distributed on October 15, 
1957, to Continental Casualty sharehold- 
ers at the rate of one share of Conti- 


Assurance for each unit of 100 
Continental Casualty held of 
the close of business on Octo- 


nental 
shares of 
record at 
ber 1 


Investment, Concerns Add 
To Insurance Holdings 


Commonwealth Investment Co. 44 
Wall St. New York, reports that in 
the first six months of 1957 it purchased 
1,000 shares of Aetna Life and 4,500 
Travelers shares. 

Scudder, Stevens & Clark’s Common 


Stock Fund has added to its portfolio 
6,500 shares of Fireman’s Fund, bringing 
the total to 8,000. It has increased its 
shares of Travelers from 3,250 to 4,000 
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Causes of Accidents 
In N. Y. State Analyzed 


WORKMEN’S COMP. BD. REPORT 
Issued by Chairman Angela R. Parisi 
Now Available; Summary of 1950-54 
Cases Closed 





There were 602,267 compensated cases 
of industrial accidents closed in the five 
years from 1950 to 1954. The claimants 
involved received benefits totalling $463,- 
980,348, Miss Angela R. Parisi, chairman 
of New York State Workmen’s Compen- 
sation Board, reported recently. 

The figures were contained in the first 
of five bulletins to be issued summariz- 
ing the cost and character of accidents 
compensated under the New York State 
law during the five year period. 

Data in the first bulletin refer to acci- 
dent cause. The value of the benefits 
awarded includes the estimated present 
value of cases involving deaths and per- 
manent total disability. 

Industrial Deaths 0.7% 

Of the total number of cases, 
373,108 were classified as temporary 
abilities. The next largest category, 
manent partial disabilities, totaled 223,- 
730, representing 37.1% of the cases. In- 
dustrial deaths in the five years were 
4,091, representing 0.7% of the cases, and 
permanent total disabilities amounted to 
1,338 cases, or 0.2% of the cases. 

In the classification of agencies caus- 
ing industrial accidents, the category 
described as “miscellaneous objects” ac- 
counted for 230,803 cases, or 38.3%, and 
next in line were the following categories 
and perceutages: 

Working surfaces, 
prime movers and power transmission 
apparatus, 12.2%; vehicles, 9.7%; hand 
tools, 8.2%; chemicals, explosives, dusts 
and other harmful substances, 3.3% ele- 
vators, hoisting apparatus and conveyors, 
29%; hot and inflammable substances, 
2.2% and animals, persons and all other, 
4.3% 

Subsequent bulletins will be devoted 
to industry, occupation, occupational dis- 
eases, and nature and location of injury. 

Copies of the first bulletin are now 
available and may be obtained without 
cost by writing the New York State 
Workmen’s Compensation Board, Public 
Relations Office, 80 Centre St., New York. 


Staff Named For $760,000 
State Farm Salem Office 


State Farm’s new northwest regional 
going up at Salem, Ore., will 


62%, or 
dis- 
per- 


18.9%; machinery, 





office, now 

be headed by Edwin B. Nelson of the 
company’s office at Berkeley, Calif. 
When it opens late this year or early in 


this office will be the 15th ile 
headquarters operated by State Farm 
in the U. S. and Canada. The $760,000 
structure will house the companies’ Ore- 
gon and Washington divisions. More 
than 300 people will be employed there. 
_ Edward B. Rust, executive vice pres- 
ident for operations, has announced these 
appointments to the northwest 
office staff: Douglas J. Ewen, adminis- 
trative assistant, Berkeley ; Don E. Miles, 
personnel manager, Bloomington ; Jerry 
D. Herman, administrative services su- 
perintendent, Dallas; Phil Sedlock, audi- 
tor, Floyd C. Chase, Washington division 
manager, Glen W. Halvorson, Oregon 
division manager, and Hudson R. Church, 
divisional claim superintendent, all of 
Berkeley. 


Named for T he Travelers 
New “Branch Line” in Seattle 


The Travelers has announced the in- 
stallation of a fidelity and surety depart- 
ment in their Seattle branch office. 

William P. Sizemore is manager of 
casualty, fidelity and surety lines at 
Seattle. Robert H. Hoff, formerly field 
supervisor of fidelity and surety at St. 
Louis, has been appointed superintendent 
of fidelity and surety at Seattle. John 
H. Bengston, formerly field supervisor 
of fidelity and surety at Los Angeles, has 
been transferred to Seattle as a field 
supervisor of the new department. 


1958, 


other 





Cas. Actuarial Society 
Examination Results 


11 TO BECOME FELLOWS IN NOV. 


Include Richard J. Mills, Son of John A. 
Mills, Lumbermens V. P.-Actuary and 
Society Council Member 


The examinations held May 9-10 in 
New York have resulted in 11 associates 
of the Casualty Actuarial Society qual- 
ifying for admittance as Fellows of the 
Society at the annual meeting in No- 
vember. Among the successful students 
is Richard J. Mills, statistical depart- 
Lumbermens Mutual Casualty. He 


ment, u ( 
is son of John A. Mills, vice president 
and actuary Lumbermens Mutual, and 


a member of the council of the Society. 
Richard J. Mills attended the Univer- 
Canada. Another to 


sity of Manitoba, 

receive his fellowship is Paul M. Otte- 
son, vice president, Federated Mutual 
Implement & Hardware, Owatonna, 
Minn. who became Aw associate in 1954. 
He received his B. A. at St. Olaf College, 
his M.A. from the Et ads Me of Wiscon- 
sin and did graduate work at North- 
western. 


Stephen S. Makgill, one of three Tra- 
velers men to attain the honor this year, 
was born in Auckland, New Zealand, and 
attended school there at Kings College. 
He applied to take the courses of the 
Casualty Actuarial Society while a stu- 
dent at the University of Michigan. 

Graduate List 

The following are the eleven associ- 
ates admitted as Fellows of the Society: 
James R. Berquist, actuarial department, 
Employers Mutual Liability, Wausau; 
Ronald L. Bornhuetter, actuarial divi- 
sion, National Bureau of Casualty Un- 
derwriters ; Miles R. Dobrisch, statisti- 
cian, California Inspection Rating Bu- 
reau, San Francisco; William S. Gilam, 
research unit, National Bureau; Phillip 
B. Kates, actuary, Southern Fire & Cas- 
ualty, Knoxville, Tenn.; Stephen S. Mak- 
gill, casualty, fire and marine actuarial 
department, Travelers, Hartford. 

Also Richard J. Mills, statistical de- 
partment, Lumbermens Mutual Casualty, 
Chicago; Paul M. Otteson, vice president, 
Federated Mutual Implement & Hard- 
ware Owatonna, Minnesota; William J. 
Perkins, actuarial assistant, Group de- 
partment, London Life, London, Ont.; 
Allen D, Pinney, and Phillip A. W illiams 
both of casualty, fire and marine actu- 
arial department, The Travelers, Hart- 
ford. 


Request WC Revisions 


The Mississippi Manufacturers Asso- 
ciation has requested a_ tax-insurance 
committee to press for nine revisions in 
the workmen’s compensation act. The 
association officials held that liberal in- 
terpretations of the act by the State 
Supreme Court has caused casualty in- 
surance companies to boost rates as 
much as 350%. It is also reported, how- 
ever, that labor groups said that the only 
changes needed are increased benefit and 
death payments 


Leo C. Browne Joins 
Peerless in Jackson, Miss. 





BROWNE 


OC: 


Leo C. Browne has been appointed to 
the claims department of Peerless, with 
headquarters in Jackson, serving the 
Mississippi-Louisiana territory. Mr. 
Browne comes to the Peerless from 
Carolina’s Casualty’s home office where 
he was claims examiner. 

He is a graduate of University of Bal- 
timore, holds an LL.D. degree and spent 
ten years with Markel Service, at their 
offices in Baltimore, Jersey City, Jack- 
sonville, Pittsburgh, Richmond and Chi- 
cago. He had been with the National 
Auto & Casualty of Dallas as branch 
office claims examiner and also worked 
for five years as an independent adjuster 
in Baltimore. 


GREATER AUTO SAFETY IN KY. 

Kentucky State Safety Director Don 
Sturgill, will seek legislation to aid high- 
way safety laws. Speaking on a Louis- 
ville radio program, Mr. Sturgill hopes 
to bring under driver test laws, those 
who have been driving over 20 years and 
have therefore never taken their driving 
tests. He proposes tests for all drivers 
over 36, and also to increase the mini- 
mum drivers age from 16 to 17¥. 


Markel Promotions 


Markel Service Inc., recently 
these three field promotions: 
Henry Scoonover, formerly manager of 
the Knoxville office, was promoted to 
claims manager at Cleveland. Henry 
Morton succeeds Mr. Scoonover in 
Knoxville. John R. Lomenzo, Jr., has 
been made special field representative 
for the Underwriting Department in 
Knoxville. 
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N. H. “COMPULSORY” BILL MOVES 
Plan Requiring UM Endorsement Clause 
Passed by Senate, Returned to House 
For Agreement on Amendment 

A bill to carry out the so-called “New 
Hampshire Plan” for dealing with the 
problem of the uninsured motorist was 
passed by the New Hampshire Senate 
July 31 and returned to the House for 
concurrence in an amendment aimed at 
speeders. 

Main feature of the plan is to make 
the “uninsured motorist endorsement” 
clause a compulsory provision of all 
future automobile liability insurance pol- 
icies sold in the state. It is now avail- 
able on a voluntary basis for a flat rate 


$3. Governor Dwinell, who backed 
the new legislation, said it would cost 
less under the compulsory plan. Under 


the clause, the insured motorist pays for 
protection against injuries caused to him- 
self or his passengers by the driver of 
an uninsured vehicle. It also protects 
the insured motorist even if ‘he is a pe- 
destrian. 

The new legislation also provides for 
strengthening of the State’s present 
financial responsibility law, setting up 
more stringent requirements for those 
involved in an accident and who must 
furnish proof of their financial responsi- 
bility. 

The State Senate amended the bill to 
require a motorist to prove he is finan- 
cially responsible through insurance or 
otherwise if convicted a second time for 
speeding, even though not involved in 
an accident. 


Hartford Accident Advance 
H. K. Haag, G. C. Munterich 


Election of Harry K. Haag as a secre- 
tary, and George C. Munterich as an 
assistant secretary of the Hartford Acci- 
dent & Indemnity was announced by 
Vice President Joseph Broucek. 

Mr. Haag, who is also a secretary of 
the Hartford Fire, joined the Hartford 
Group in 1943. Born at Pottsville, Pa., 
he was educated at George Washington 
University and entered insurance as a 
statistician in the insurance department 
of the Home Owners Loan Corporation. 
His association with Hartford Fire be- 
gan at its southern department headquar- 
ters in Atlanta, Ga., and he became office 
manager and chief accountant there in 
1948. Transferred to the home office as 
staff assistant in 1952, he was elected 
assistant secretary of the Hartford Fire 
in 1953 and advanced to secretary the 
following year. : 

Mr. Munterich, a native of New York 
City, began his career there as an actu- 
arial clerk with the National Council 
on Workmen’s Compensation Insurance. 
He attended City College, New York, 
from which he received his B.S. degree 
in mathematics and education. He is also 
a Fellow of the Casualty Actuarial So- 
ciety. He has been a statistician with 
the Hartford, A. & T. since 1953, and will 
continue to have supervisory repsonsi- 
bilities in the statistical department. 

During World War II, Mr. Munterich 
served in the Pacific theater as a staff 
sergeant with the United States Army. 


25% of Vehicles Driven 
Would Pass an Inspection 


“Only 25% of the vehicles in this coun- 
try could pass the required inspections 
according to records of 14 states and 
D. C.” in which inspection is required 
by law. This was the view of Frederick 
N. Clarke, New Hampshire commissioner 
of motor vehicles, expressed in connec- 


tion with an announcement of the 
“American Standard Inspection Re- 
quirements for Motor Vehicles,” ap- 
proved and newly published by the 
American Standards Association. Mr: 


Clarke is chairman of the national com 
mittee which developed the standard 
under ASA procedures. This committee 
operated under the leadership of the 
American Association of Motor Vehicle 
Administration and the Association of 
Casualty & Surety Companies. 
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Kemper Group Gets 
Football Program 

$400,000 NBC-TV CAMPAIGN 

Each 15-Minute Show Will Reach 


6 Million Families Sept. 21-Dec. 7; 
Hurricane Audrey Film 








The 15-minute football scoreboard 
show on NBC-TV this fall will be spon- 
sored by Kemper Group, Robert P. Pal- 
advertising manager of Lumber- 
mens Mutual Casualty and American 
Motorists announced. The cost for the 
fall campaign will be $400,000. 

The eight-program series will follow 
immediately after the NCAA nationally 
televised football games on Saturday 
afternoons, beginning September 21. The 
Kemper Scoreboard is expected to de- 
velop an audience of 6 million families 
per show. At present there are 74 
television stations in the major market- 
ing areas of the companies cleared to 
12 more are being 


mer, 


carry the program; 
sought 
One of the shows will feature a new 


commercial built around film clips from 
Pe ewe ane Audrey, portraying the new 
Kemper disaster claim program. 

The schedule with estimated times for 
the Kemper Scoreboard is as follows: 
Sept. 21 (7:30 EDST) Texas A. & M. vs. 


Maryland at Dallas; Sept. 28 (7:30 
EDST) Stanford vs. Northwestern at 
Palo Alto, Calif.; Oct. 5 (7:45 EDST) 


California vs. Michigan State at Berk- 
eley, Calif.; Oct. 19 (5:00 EST) Big Ten 
game (to be selected); Nov. 2 (5:00 
EST) Big Ten game (to be selected); 
Nov. 16 (5:30 EST) Oklahoma vs. Notre 
Dame at Norman, Okla.; Nov, 30 (4:00 
EST) Army vs. Navy at Philadelphia; 
Dec. 7 (4:00 EST) Miami vs. Pittsburgh 
at Miami, Fla. 


N.Y. Wins Standard Accident 
1956 Branch Office Trophy 


The office merit trophy, 
awarded annually by Standard Accident 
and affiliate the Planet, for all around 
excellence in branch ope rations, has been 
won by New York branch for the year 
1956. The presentation was made during 
the branch’s annual outing held recently 
at the Altman Country Club, Haver- 
straw, N. 

Rankin M: artin, resident vice president 
in charge of bonding, opened the cere- 
monies at which Paul Wilson, senior 
vice president of Standard Accident, 
made the formal trophy presentation. 
W. E. Taeffner, resident vice president 
of the New York branch, accepted the 
award on behalf of the branch. 

C. L. Miller and T. L. Sedwick, vice 
presidents, also took part in the cere- 
monies. Mr. Sedwick served as _toast- 
master and Mr. Miller gave special rec- 
ognition to the 193 employes who have 
for over 25 


branch 


been with the company 
years. 
G. I. McCredie, retired resident vice 


president of the New York branch, was 
a special guest for the occasion. Also 
present were C. Jackson, manager 
of Atlanta branch, and A. H. Klein, 
manager of the bonding department at 
Atlanta, winners of the 1955 Merit 
Trophy. 


JAYCEES HEAR SAFETY NEED 

H. P. Walker, of Baton Rouge, told 
the Louisiana Junior Chamber of Com- 
merce that until the public becomes 
more safety conscious, casualty insur- 
ance rates will continue to increase. Mr. 
Walker is assistant secretary of the cas- 
ualty-surety division of the Louisiana 
Rating Commission. He calculated that 
65% of the driving population of the 
state are insured liability-wise. 


SELLS CONT’L CASUALTY SHARES 

United Corporation, New York, reports 
that during the first half of 1957 it sold 
its holdings of Continental Casualty, 
amounting to 20,500 shares. 


Travelers To Install 


New Elevator System 


Electronically controlled operatorless 
elevators will be installed in the Travel- 
ers Insurance Companies buildings in 
Hartford, it was announced by R. C. Wil- 
kins, Travelers vice president. Mr. Wil- 
kins said the elevator division of West- 
inghouse Electric Corporation had been 
awarded a contract to change over the 
24 existing elevators into the latest sys- 
tem of operatorless elevators. 

Work on the elevators is expected to 
start this October and will be completed 
in June ot 1959. Only a portion of the 
elevators in each building will be mod- 
ernized at a time to keep disruption of 
traffic at a minimum. 

Present operators will be absorbed into 
other company activities, so the change- 
over will not mean the elimination of 
any jobs, Mr. Wilkins said. 


ALLSTATE FIELD AUDIT MGR. 

Edward T. Nulty, has been named 
field audit manager of the Pacific Coast 
zone of the Allstate. He joined the com- 
pany in June as senior auditor in the 
zone office at Menlo Park, Calif. A 
graduate of Boston University, Mr. Nulty 
is a member of the Institute of Internal 
Auditors. 





Spoke at College Business 


Management Institute Meet 

William L. White, Jr. and Jack B. 
Fitzgerald of the Cincinnati branch of 
Standard Accident, and affiliate, the 
Planet, lectured at the fifth annual 
College Business Management Institute 
held recently at the University of Ken- 
tucky. 

Mr. White, supervising field represen- 
tative for the Cincinnati branch, spoke 
on liability and workmen’s compensa- 
tion coverage for colleges and univer- 
sities, and Mr. Fitzgerald, bond field 
representative at the branch, spoke on 
fidelity and surety bonds for these same 
educational institutions. 


The Institute, sponsored by the Uni- 
versity of Kentucky College of Com- 
merce, was attended by college and uni- 
versity business office personnel from 


all over the country. 


American Cas. of Reading 
Names Foley Ad Agency 





The American Casualty of Reading, 
Pa. writing casualty, surety, fire and 
marine insurance lines, has appointed 


the Richard A. Foley Advertising Agen- 
cy, Inc., Phila., Pa. to handle its publi- 
cation advertising, effective August 1. 


Commissioner Thurman’s 
Cease Business Order in Ky. 
Kentucky 

P. Thurman has ordered certain out-of- 


Insurance Commissioner C. 


state corporations to cease their busi- 
ness transactions in Kentucky. Mr. 
Thurman said the corporations were 
in effect running an unlicensed insurance 
business. They were selling “warran- 
ties” on certain listed parts of auto- 
mobiles to the purchaser of the auto- 
mobile. 

The contract, sold by auto dealers de- 
siring to use the plan, stipulated that 
the listed parts were in good working 


order and would require no repairs or 
replacements—under normal usage—for 
a year. Since the cx yrporations were not 
primarily responsible to the purchaser of 
the vehicle and were not obligated to 
warrant the parts of the automobile and 
did so voluntarily by means of a con- 
tract for a premium, then they became 
insurers, Mr. Thurman said. 

He said that he did not cast reflection 
on business firms but, “if corporations 
want to conduct an insurance business in 
Kentucky then they must take the nec- 


essary steps to qualify themselves and 
obtain a license as required by the Ken- 
tucky Insurance Laws.” 
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‘I wish I had started sooner...” 


says Broker Mildred Finklestein shown here with 
clients Ely Kalish (1) and George Herbst (r). 

“I’ve been brokering with Prudential for almost two years 
now, and the more business I do with them, the more I 
realize that Life sales are both easy and profitable. For 
instance, just a few weeks ago, Don Hankinson, Associate 
Managex of Prudential’s Brooklyn office, helped me write 
key man insurance on Ely Kalish and George Herbst. 


You'll enjoy YOU ARE THERE, Sundays, CBS-TV 


TO: BROKERAGE SERVICE ¢ THE PRUDENTIAL, NEWARK 1, N. J. 


I want to know more about Prudential’s BROKERAGE SERVICE and how it will make LIFE sales 


easier for me. 


NAME 


“This was a case I wouldn’t have attempted two years ago. 
But now, with Prudential help, I never hesitate—I look 
on my life insurance cases as truly rewarding, both pro- 
fessionally and financially. 

“Prudential’s Brokerage Service makes Life a pleasure. 
And no matter how much help I receive from Prudential, 
I still get the FULL commission. 

“My only regret is that I didn’t start doing business with 
Prudential sooner.” 
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Insurance Securities Trust Fund Portfolio 


(Continued from Page 35) 


7,180 Life Insurance Co. of Virginia... 


12,590 Lincoln National Life ........... 
134,750 Maryland Casualty ........--..+-- 
26,125 Massachusetts Bonding .......... 


600 Massachusetts Indemnity & Life.... 
Merchants & Manufacturers..... 
Merchants Fire of New York.... 
8650 Monumental Life .......5......- 


11,420 
44,430 


IW: Watsonal Fare ous cco os one clon nae 
4000 National Life & Accident......... 
60,000 National Union Fire ............. 
50,000 New Amsterdam Casualty ....... 


40,000 New Hampshire Fire .........- 


C755 MEW. VOT PIER cn os ccs seen ne eeeys 


56,720 North River Seed 
16,040 Northern Insurance Co. ........ 


29,100 Northwestern National ese oiin's 
300 Northwestern National Life ..... 


BOIS Whip Gastially 2610.56.52 500000050 


5,400 Pacific Employers 2 
Pacific Insurance Co. ........ 


20,000 
24,000 Pacific Indemnity Co, ........-.. 
55,000 Peerless Insurance Co 


53,620 


29,845 


113,000 St. Paul Fire & Marine......... 
20000 Seaboard Surety .............-.» 


22,100 
39,065 


Security Insurance C 


Lk BM toe 3 Py ee eo mr ea ee 
1,000 Trinity Universal .............- 

143,445 United States Fidelity & Guaranty.. 

106870: United States Fire .......5...... 


6800. United States Life ............-.. 


11,204 
22,495 


Totals 


Increased Auto Rates for 


Rhode Island Approved 


Rhode Island Insurance Commissioner 
George A. Bisson has approved revised 
rates for automobile insurance, filed for 
by the National Bureau of Casualty 
Underwriters and the National Auto- 
mobile Underwriters Association. August 
7 was the effective date. 

The rates have been increased for all 
classifications in Rhode Island. For cars 
without male operators under 25 in- 
‘reases range from $5 to $21. For cars 
owned and operated by married men 
under 25 and family cars with young 
male operators the rate increases range 
from $10 to $24. Cars owned or prin- 
ipally operated by unmarried young 
men under 25 receive rate increases 
ranging from $19 to $56. 

Comprehensive premiums for popular 
priced new private passenger automo- 
biles are raised $2 with the usual varia- 
tions based on the price and year of 
the model; $50 deductible premiums are 
increased 3% to 9%, but $100 deductible 
premiums have been reduced from 5% 


to 8%. 


N. J. Hearings Aug. 20-21 
On Auto, Fire, Theft Rates 


Three public hearings will be held on 
proposed increases in automobile liability, 
fire, and theft insurance rates. The 
announcement was made by Charles R. 
Howell, New Jersey Commissioner of In- 
surance and Banking, who said the 
public hearings were scheduled due to 
“the substantial impact on the insurance 
public which would result from the ap 
proval of the proposed rates.” 

30th hearings will be held starting at 
10 a.m. in Room 438 of the State House 
annex in Trenton. 

Aug. 20: To consider proposed passen- 
ger car liability insurance rate increase 
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$200,888,052.71  $241,812,875.38 99.5% 


filings by the National Bureau of Cas- 
ualty Underwriters. 

Aug. 21: To consider such rate in- 
creases as submitted by the Mutual In- 
surance Rating Bureau. 


Workmen’s Comp. Rate 
Up 12.2% in Texas Sept. 1 


The following statement was issued 
recently by the Texas State Board of 
Insurance in the course of a circular 
letter to interested parties and signed 
by Insurance Commissioner William A. 
Harrison: 

“After full and careful consideration of 
the facts, calculations, data, briefs and 
arguments presented at and subsequent 
to the public hearing on July 15, the 
State Board of Insurance hereby orders 
that the workmen’s compensation rates, 
established by the normal anniversary 
rating date of the risk, be increased by 
12.2%, which increased rates shall be 
applied to all payroll earned on and 
after 12:01 a.m. September 1, 1957, on 
new, renewal or outstanding policies. 
The term ‘workmen’s compensation rates’ 
shall include those modified by an ex- 
perience credit or debit as determined 
in keeping with the provisions of. the 
Texas Workmen’s Compensation Experi- 
ence Rating Plan.” 

CASUALTY RESEARCH MANAGER 

Roderick B. McNamee has joined the 


home office staff of Allstate at Skokie, 
Ill, as casualty research manager. 


“a3. to $25* 


Increased Auto Rates 


In Florida From Aug. 14 


Revised automobile insurance rates for 
Florida effective August 14 have been 
announced by the National Bureau of 
Casualty Underwriters. Experience in 
the state has been unfavorable and rates 
are increased for practically all car 
classifications. 

For cars without male operators under 
25 years of age the rate increases range 
from $1 to $18. For cars owned or op- 
erated by married young men _ under 
age 25 and family cars with young male 
operators the rate increases range from 
these cars constitute a small 
proportion of insured cars. For cars 
owned or principally operated by un- 
married young men under age 25, which 
are the most hazardous class of private 
passenger car risks, the rate increases 
range from $3 to $39, depending upon 
territory. These cars also constitute a 
small proportion of insured cars. 

“Car owners qualifying for former 
rates will receive a discount of approxi- 
mately 30% from the rates that would 
otherwise apply to their private passen- 
ger cars because of the more favorable 
experience of this class of risks; for- 
merly they received a discount of 20%.” 
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Fully prepared through long experience to intel- 
ligently serve those Underwriters who demand 


“WE ARE WHAT WE DO" 


99 John Street, New York 38, N.Y. 
WOrth 4-1981 
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An office in your area: 


* Long experience 


CASUALTY e FIRE 
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STANDARD ACCIDENT 
INSURANCE COMPANY 





Standard Accident Branch Office—Indi polis, Indi 


PREPARING FOR YOUR NEEDS TEN YEARS FROM NOW 


To be ready for your needs five, ten, or twenty years from now, Standard has a carefully planned 
program to develop promising employees into good, all-around insurance men. Studies and 
on-the-job training in technical skills, administrative procedures, and human relations are 
all part of this program to maintain and improve Standard’s services to you. 


* Vigorous planning 


STANDARD ACCIDENT INSURANCE COMPANY 
PLANET INSURANCE COMPANY 


Detroit, Michigan 
° MARINE ° 


* Proven agency relations 
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Speedy Service Job 
Of Claims Adjusting 


BY KEMPER MEN IN LOUISIANA 





Hurricane Audrey Disaster Alleviated by 
Prompt Claim Handling; Work Com- 
menced While Storm Raged 





The Kemper Group disaster claim 
service did a fine job recently when 
Hurricane Audrey struck western Louisi- 
ana. The hurricane struck June 27, caus- 
ing 320 deaths, and vast property dam- 
age. Two weeks and two days after the 
disaster the claim service was completing 
800 claims for losses suffered by Kemper 
policyholders. 

Ernest Winter, Kemper claim man 
headed for Lake ‘Charles, La., while the 
hurricane was still raging, started a 
240-mile trip to the stricken area. He 
made a quick survey of the situation and 
called Chicago for help. Within hours an 
18-man team was on its way. Meantime 
Mr. Winter had work to do. Working 
round the clock, he found and leased 
a first-floor office at Lake Charles. He 
rented typewriters and hammered to- 
gether crude desks and made up supply 
shelves out of scrap lumber and boxes. 
In between carpentry work he kept in 
touch with agents in the area. 

3y Sunday night, June 30, Kemper 
Insurance Storm Office, 340 Kirby Street, 
Lake Charles, La., was in business and 
kept open. One tired claims man from 
New Orleans had already completed pay- 
ments to 12 policyholders. 

Meantime help was on the way. Fif- 
teen more men and two women, headed 
by General Adjuster Paul Thomas and 


Claims Supervisor G. Brock, came 
from Chicago. Other experts arrived 
from Tampa, Atlanta, Louisville, and 


even as far away as Charleston, W. Va., 
and Marshallstown, Ia. 
Planned Operation 

Their baggage in 12 cartons included 
flashlights, ball point pens and aluminum 
ladders. Working an average of 12 hours 
a day, seven days a week, the team had 
completed payments to 400 policyholders 
within the week following their arrival 
and five days later were completing the 
job. 

The organization of the team and the 
results in servicing claims so quickly 
was made possible by the Kemper 
Group’s “blueprint-for-disaster” plan for- 
mulated last year and given initial ap- 
plication following a savage hailstorm 
in Monticello, Ark., last March. Kemper 
staff adjusters had trained to meet such 
a chaotic situation and by expeditious 
claim handling help restore order to 
the world of many people. 


C. C. Clothier Retires 


C. C. Clothier has retired from The 
Travelers as vice a t in charge 
of all claim departments. Clothier 
had been with the company oa 38 years. 
He joined the home office of the com- 
pany in 1943 as manager of the claim 
department. Mr. Clothier plans to move 
to Florida with Mrs. Clothier. 

A graduate of the law school of Uni- 
versity of South Dakota, Mr. Clothier 
practiced law at Mobridge, S. D., for a 
time and then in 1919 became an investi- 
gator for The Travelers at Omaha. The 
following year he went to Ponca City 
as an adjuster for Oklahoma and Texas; 
then to Oklahoma City in 1923, and 
Chicago in 1926. 

A big step ahead for Mr. Clothier came 
in 1940 when he was named manager 
of The Travelers casualty claim depart- 
ment for Greater New York. This was 
followed by his transfer to the home 
Office in 1943 as casualty claims manager 
and further promotion in 1945 when he 
Was appointed secretary of all home of- 
fice claim departments. 


TABLE MATS FEATURE SAFETY 

More than two million table mats ad- 
vocating highway safety have been dis- 
tributed to hotels in the state by the 
Michigan Association of Insurance 
Agents. The table place mats outline 
briefly traffic regulations and give a 
welcome and safety message to tourists. 


WC RATE REVISION 


In Pa.; 5% Higher Than Now But Is 
First Increase Except for Law 
Amendments Since 1939 


Insurance Commissioner Francis R. 
Smith has approved a revision in work- 
men’s compensation insurance rates pro- 
posed by the Pennsylvania Compensa- 
tion Rating Bureau. The new rates ap- 
ply to all workmen’s compensation poli- 
cies, excluding coal mine, which become 
effective on and after July 1, 1957, and 
will, on the average, be 5% _ higher 
than those now in effect. It is estimated 
that the revision will result in increased 
costs of approximately $2,500,000 to 
Pennsylvania employers. 

Commissioner Smith stated that the 
rates for 104 classifications in the Penn- 
sylvania Manual have been increased, 
the rates for 39 have been decreased, 
and 45 classifications remain unchanged. 
The average increase in rates for classi- 
fications in the manufacturing and _ utili- 
ties group is 3.5%, for those in the con- 
tracting and quarrying group 9.8% and 
for those in other industries group 4.5%, 
while rates in the federal industry group 
have been decreased, on the average, by 
20.1%. 

Commissioner Smith explained that 
the over-all increase in rates was due 
in part to the change in the rate-mak- 
ing procedure to that which has been 
in use in most of the other states and 
in part to a change in the experience. 


APPROVED 





He pointed out that this average, 
over-all increase in rates is the first, 
except for those occasioned by law 


amendments, since January 1, 1939. He 
also stated that the new rates are, on 
the average, 48.9% lower than those in 
effect on July 1, 1939, even though the 
present benefit level is 64.0% higher than 
it was in 1939 and that the new level of 
rates is still some 4% below that of 
April 1, 1956, which was the date the 
rates were revised to accord with the 
most recent change in benefit levels 
under the Pennsylvania Workmen’s 
Compensation and Occupational Disease 
Acts. 


TRANSFERS TO CLEVELAND 

Walter E. Krantz, Pacific National 
Group, has been transferred from west- 
ern division headquarters in Skokie to 
Cleveland where he will be in charge 
of casualty underwriting. 
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F. C. Harvey, 81, Director 
Of Employers Re., Dies 


Frank C. Harvey, 81, long-time insur- 
ance man of Kansas City, died there 
August 11, after several years of illness. 
He was a director of Employers Reinsur- 
ance Corp. since 1925. Starting his in- 
surance career about 1915, he was organ- 


izer and manager of a fire reciprocal, 
and managed several other insurance 
operations. In recent years he was active 


in the investment field. 

Mr. Harvey is survived by his wife 
and her sister, Miss Dorothy Ewing, of 
the Employers’ staff. Funeral and burial 
were at Kansas City, August 13. 


Masterson Loses His Wife 


Sympathy is expressed to Norton E. 
Masterson, vice president and actuary, 
Hardware Mutuals of Stevens Point, 
Wis., in the recent death of his wife 
due to cancer. For many years she was 
an active civic worker and club woman, 
her interests including Girl Scouting, 
Red Cross, blood donor program, Com- 
munity Chest, civic music association and 
church work. 

A memorial fund has been established 
in Mrs. Masterson’s name to benefit can- 


HARTFORD STEAM BOILER 





Pres. Lyman B. Brainerd’s Report Shows 
Underwriting Profit Down; Written 
Premiums Up 16% 

Despite a 16% increase in written pre- 
miums for the first half of 1957 at $10,- 
368,950 and an increase in investment in- 
come, Hartford Steam Boiler had a 
smaller underwriting profit in the first 
half of 1957. Indicated liquidating value 
at midyear was equal to $132.27 a share, 
compared with $125.11 June 30, 1956. 

The underwriting gain for the first 
six months this year was $639,979 and 
compared with $929,125 last year. 

Lyman B. Brainerd, president in his 
report to stockholders, pointed to the 
company’s gain in unearned premium 
reserves, which was higher than last 
year. The increase in business caused 
delay in issuing policies as a result of 
which $831,689, representing uncollected 


premium, was not included in surplus. 
The company investment portfolio 
gained $2,684,913 for the first six months. 


Policvholders’ surplus was $27,381,879, up 
$737,740 since Dec. 31, 1956 and compared 
with $25,751,671 a year ago. 





cer research and treatment in the 
Stevens Point area. 

Mr. Masterson is president of the 
Casualty Actuarial Society. 














. made the easy way 
with the help of the : 
PEERLESS | 


‘Dwelling Package Insurance _ 
‘Sales Convincers’ Kit* 


*Consumer Sales Brochure, 
Newspaper Ads, Follow-up Letters, 
Application Forms, Sales Aids, 
Prospect Finding Guide 
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National Casualty to 
Reduce Non-Renewals 


DUE TO PHYSICAL IMPAIRMENT 


Special Disability, Hospitalization Plans 
Attempt Adjusted Coverage to Main- 
tain Policies in Force 


To furnish coverage for classes of 
risks previously considered uninsurable, 
the Na®ional Casualty now is providing 
special disability and hospitalization pro- 
tection to the physically impaired. 

W. E. Lapham, superintendent of the 
underwriting department, points out that 
the goal of this program is to reduce 
non-renewals and termination of policies 
due.. to. physical impairment. An _at- 
tempt will be made to adjust the cover- 
age so that it will remain in force. 


Not to Encourage “Impaired Risks” 


It is not the intention of the company, 
Mr. L ap ham said, to encourage the writ- 
ing of “impaired” new business risks. 
National Casualty feels that, as experi- 
ence is gained from the new program, 
it will be able to enlarge upon under- 
writing procedures and materially reduce 
rejections. 

An. unusual aspect of National Cas- 
ualty’s impaired risk program is that, 
whenever possible, the insured or appli- 
cant will be given a choice of “acceptable 
underwriting action.” The program em- 
braces categories such as “limit of bene- 
fits,” “specific loss benefit limit,” “maxi- 
mum period covered,” ‘ ‘Wi aiting period,” 
“premium rating” and “waiver.” The 
program has been approved in all states. 

The company is sure this program for 
impaired risks will enable many people 
who previously were considered unin- 
surable to obtain or continue basic cov- 
age. 

TO HIRE FORMER NEWSBOYS 
President Stone of Combined Group 
Evaluates the “Little Merchant”; 
Campaign to Build Sales Staff 
The Combined Group will open a 
national campaign August 19 to hire new 
salesmen. This staffing drive is being 
made with a view to the Group’s achiev- 
ing its announced goal $100,000,000 sales 
volume by 1961. President W. Clement 
Stone has announced that he wants to 

hire 200 former newsboys. 

Mr. Stone in his comments on the 
campaign and the type of material he 
requires for this selling job has said: 
“It is our contention that salesmen are 
made not born provided they receive the 
proper inspiration, motivation and train- 
ing.... We find that neither youth nor 
age is either an asset or a hindrance 
in salesmanship. 

“Very often we find that the only 
experience young men have had as sales- 
men was as ‘little merchants’ for news- 
papers when they were boys. These 
applic ants receive special consideration 
from us,” he said. Mr. Stone expressed 
his appreciation of the value of this 
“initial training” for exercising such 
qualities as_ self-reliance, aggression, 
honesty and patience 

Mr. Stone himself started selling in- 
surance at 16, and by the age of 20 
“headed his own national insurance sales 
organization.” He comments: “By like 
token, neither is advanced age a bar to 
good salesmanship.” Mr. Stone’s 18-year- 
old son Norman is selling insurance for 
the Group prior to entering the Uni- 
versity of Illinois this fall. An older son, 
W. Clement Stone, Jr., now executive 
vice president in charge of sales, sold 
insurance for a time when 14 years old. 
President Stone was educated at North- 
western University and attended Detroit 
College of Law. 


Rhodes Elected Exec. V.P. 
Of C. W. Bollinger Co. 





HOWARD A. RHODES 


Howard A. “Dusty” Rhodes, well 
known in Newark A. & H. circles, has 
been elected executive vice president of 
C. W. Bollinger Co. of that city. For 
the past 4%4 years Mr. Rhodes has been 
a staff member of this agency, special- 
izing on Group disability, life and student 
accident business. Prior to that he was 
an A. & H. special agent of American 
Casualty Co. at its East Orange, N. J. 
branch office. 

Mr. Rhodes, who is a past erg 
of the New Jersey Association of A. 
H. Underwriters, started his insurance 
career 12 years ago with the Loyalty 
Group companies in its home office asso- 
ciation Group department. He continues 
active in the A. & H. association and is 
also a member of the Essex County 
(N. J.) Association of Insurance Agents. 


Licensed For A. & H. at Canada 

Ottawa—Independence Life & Acci- 
dent, Louisville, has been authorized by 
the Departme nt of Insurance, Ottawa, 
to transact in Canada the business of 
personal accident and sickness i insurance, 
with William M. Tate, Kingston, being 
appointed the chief agent, 


G. W. Kemper to Retire 
After 40 Years of Service 





GEORGE W. KEMPER 


George W. accident and 
health manager, 
will retire October 31, 1957, after over 
40 years in the industry. Mr. Kemper 
was president of the old Health & Acci- 
dent Underwriters Conference, 

He was elected to this honor in 1947. 
He had long been active in insurance 
organizations. He is a past president of 
the San Francisco A.&H. Managers 
Club, and held offices in the California 
Association of A. & H. Clubs. For many 
years Mr. Kemper was secretary of the 
Casualty Insurance Association of Cali- 
fornia. 

His insurance career began as an office 
boy with a local agency in Fresno. He 
has been identified with such civic un- 
dertakings as the Public Library Com- 
mission of San Francisco, Golden Gate 

3ridge and he was director of the 

Golden Gate Bridge International Expo- 
sition of 1940. 


Kemper, 
Fireman’s Fund Group 


Plane Crash Suit Settled 

A $1,100,000 damage suit stemming 
from the crash of a United Airlines plane 
in Wyoming in October 1955 was settled 
out of court recently. In 3oston U. S. 
District Judge William T. McCarthy ap- 
proved the settlement Sa relatives of 
James E. McGarr Jr., and his wife, who 
were killed when the plane crashed into 
Medicine Bow Peak killing 66 persons. 


BID FOR BUILDING SPACE 
St. Paul Hospital & Casualty has bid 
$50,000 for 7.11 acres of land in a re- 
development area in St. Paul on which 
it plans to build a home office building. 
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Discrimination Favors 
Blue Cross Patients 


ADMITTED TO INDIANA HOSPITAL 


Probe Committee M: Member Informed 
Hospital “Would Not Accept” Poli- 
cies Other Than Blue Cross Plans 


Swinging into action after its organi- 
zational meeting last month, the Town- 
send Committee, appointed by the last 
session of the General Assembly to in- 
vestigate the accident and sickness in- 
surance business in Indiana, agreed upon 


. several immediate moves. 


In rapid order, the committee, meeting 
in Indianapolis August 7, voted to send 
a questionnaire to all licensed hospitals 
in the state; to request all companies 
selling accident, sickness, and hospitali- 
zation insurance in the state to submit 
complete information and policy samples; 
and to appoint an industry advisory com- 
mittee. 

Summary of Public Complaints 

In addition, Sen. J. Russell Townsend 
(R.), chairman, released summary of 
major complaints from the public to his 
committee and Sen. James Spurgeon 
(D.) raised the question of hospital dis- 
crimination in favor of patients sub- 
scribing to Blue (Blue  Cross-Blue 
Shield) plans as against patients paying 
cash or insured by regular insurance 
companies. 

Sen. Spurgeon said he had been told 
that the Bartholomew County Hospital, 
Columbus, “would not accept” policies 
other than the Blue plans. As a result, 
Rep. Grattan Downey (R.) recommended 
the hospital questionnaire should include 
questions designed to determine whether 
such discrimination is general. 

Other points to be covered on the hos- 
pital questionnaire are percentage of 
hospital income from insurance and ad- 
mission practices in general. 

Companies in the state will be request- 
ed to submit samples of all current poli- 
cies and endorsements, rate books, com- 
mission schedules for agents, losses paid 
and for which reserves were set up in 
1956, and copies of all advertising and 
sales literature. 

Among the chief complaints from the 
public, Sen. Townsend reported. were the 
following: Hospital favoritism for certain 
insurers. Misrepresentation by agents of 
their authority to alter company rules 
and practices. Unlicensed solicitation by 
out-of-state agents. Sharp increases in 
rates, suspected by some complainants 
as being an attempt to get them to drop 
favorable policies. 

The joint legislative resolution estab- 
lishing the bi-partisan committee was in- 
troduced in the Gener al Assembly short- 
lv after revelation of shz arp increases in 
Blue Cross rates, running as high as 
92% at older ages. 

At the time of the increases, Sen. 
Townsend was quoted in news stories as 
stating that “perhaps the whole matter 
needs looking into.” As a result, the com- 
mittee has sometimes been referred to as 

“Blue Cross Probe.” Sen. Townsend, 
however, has stressed that the resolution 
authorizes an investigation of the busi- 
ness without naming specific carriers or 
classes of coverage. 

At the August 7 meeting, Rep. Downey 
declared that out-of-state companies 
writing hospitalization in Indiana are 
subject to the lowest premium tax in the 
country and estimated that the state is 
“missing” $8.000.000 a year in additional 
taxes. Queried on the point, one indus- 
try man stated he was not familiar 
enough with premium-tax rates in other 
states to say whether Rep. Downey is 

right or not, but added. “Who does he 
think would pay the $8,000.000 if the tax 
were raised? Indiana citizens buying 
hospitalization insurance, of course. The 
_—— of the tax would simply be added 

to_their premiums.” : 

Next meeting of the committee 1S 
scheduled for October 2. 
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SEP Author Writes Dramatic Story on 
Need For Major Medical Expense Ins. 


“Don’t Let Medical Bills Bankrupt Yow” is the graphic title and advice contained 
in an article in the Saturday Evening Post of August 10. It is written by E. R. Leibert 
whose daughter Sally, when 12 years old, suffered an illness from which she has since 
recovered, but which cost $35,000 over ten years, apart from years of indescribable 
anguish. Mr. Leibert’s article has attracted widespread interest among A. & H. writing 
companies because of the powerful appeal of the case history, dealing with the devastat- 


ing effect of high medical bills. It is a certainty that Ay & Hs 


nsurance agents will be 


using the article in the solicitation of major medical expense insurance. The following 


are excerpts from the author’s story. 


Mr. Leibert was a man with above- 
average income. One of his three chil- 
dren Sally, when she was 12 years old, 
suffered a dangerous illness, acute ulcer- 
ative colitis, which brought with it 
ghastly complications. Almost a year 
after the first signs of the ailment, and 
after she had been taken home from 
hospital—a request granted her by the 
doctors, Sally had to be urgently oper- 
ated on in her own bedroom to save 
from the disease effecting her bones. 
The emergency operation saved the girl’s 
legs. 

She was hospitalized afterwards and 
lost weight from 90 Ibs. to 45 Ibs. There 
were repeated skin grafts to her legs 
from her abdomen and thighs. There 
were innumerable blood transfusions, and 


giving injections, so punctured had her 
veins become. Eventually a new opera- 
tion, the vagotomy, was performed by 
the late Dr. John Lockwood of New 
York’s Presbyterian Medical Center, 
after he had traveled specially to 
Montreal to consult further with special- 
ists there. The tide eventually turned in 
favor of the girl. 


Rehabilitation Took Seven Years 


3ut not before innumerable top spe- 
cialists and hospital and nurses had 
worked month after month, and even 
dispaired of keeping the girl alive. For 
seven years after her eventual release 
from hospital and attendance at the out- 
patient department, Mr. and Mrs. Lei- 
bert were devoted to problems of an edu- 
cation and Sally’s struggle to close the 
gap caused by her missing so many 
important years of normal teenage life. 
For seven years she required psychiatric 
treatment. 

The big question of the article is “How 
did they meet the costs?” Mr. Leibert 
answers. “We haven’t met them all yet. 
We are still $8,000 in debt, even though 
we are fortunate in having an income 
above average. Our savings had been put 
into life insurance, and we had a retire- 
ment-fund nest egg, built up over a 15- 
year period. These soon had to be 
thrown into the yawning financial pit. 
Our basic Blue Cross and Blue Shield 
protection paid nearly $3,000 in benefits. 
I got loans up to the limit on my life 
insurance policies, borrowed $4,000 from 
three friends and mortgaged our home 
for all we could get—not one but three 
times over a period of ten years. My 
wife. earned. extra: money, working as 
much as time permitted. She had our 
other children, Cynthia and Peter, to 
care for.” 

Not A Unique Case 


The resounding note of the article is 
Mr. Leibert’s discovery that 3,500,000 
families will pay over 20% of their 1957 
incomes in medical bills. Further, a mil- 
lion will find medical expenses totalling 
more than half their incomes and many 
will have medical bills exceeding their 
income. 

He comments: “Our experiences were 
harrowing, but no more so than these 
endured by the 1,000,000 who will suffer 
the. worst catastrophi¢ illnesses ever 
year.” He cites many cases. One such 
case'he describes: “In his desperate at- 
tempts to meet the flood of hospital and 
other medical bills, Mr’ B used up their 


personal savings and the proceeds from 
the sale of his nursery-supply business, 
borrowed all the money he could from 
banks and friends, pawned jewelry and 
other personal items. They had no health 
insurance. He will have to carry the 
burden of his debt for years.” 

Mr. Leibert, for all his personal mis- 
fortune can write: “The outlook is 
brighter than you may think. The 
chances are good that you can meet most 
of your medical costs without wrecking 
your finances, if you know how to pro- 
tect yourself... . 


Best Hope is Ins. Protection in Advance 


“Your best hope for financial help in 
a catastrophic-illness crisis is protection 
in advance. This can be provided by new 
types of health insurance now available 
under a variety of names, but most com- 
monly referred to as ‘major medical’ or 
‘catastrophic.’ It will not meet all the 
costs of an extended catastrophic illness, 
but will cover a substantial part. This 
our family did not have.” 

Mr. Leibert tells his readers that they 
can compare the various coverages offer- 
ed by insurance companies, the Blue 
Cross and Blue Shield. He says: “The 
trend is for insurance companies also to 
combine catastrophic protection in one 
package with the standard protection, 


which their customers now hold.” 

Explaining why benefits seldom total 
100% of the cost of an illness Mr. Lei- 
bert says: “There are excellent reasons 
for this. Your payment of part of the 
costs keeps the premiums charged within 
the range of your budget and the fact 
that you are paying, say, a fifth of the 
charges helps control over-use or exces- 
sive charges. When individuals over-use 
or abuse health insurance privileges hos- 
pitals become overloaded, insurance 
claims soar, the costs for handling claims 
increase, and everybody pays higher 
premiums.” 

He also pointed out that the larger 
the deductible, the smaller the premium 
on a policy. Mr. Leibert has now taken 
out a policy covering ‘his family by a $500 
deductible policy which will pay up to 
$5,000 for each illness of any member of 
the family. It costs him $96 a year pay- 
able quarterly. He explains to Saturday 
Evening Post readers that protection for 
$10,000 would have cost him $25 to $50 
more. 

He further said, “Non-cancellable pro- 
tection can be bought from some com- 
panies. But it will cost you more and 
is often subject to a preliminary examin- 
ation and a strict screening of appli- 
cants.” 

Restrictions Becoming Fewer 


Commenting on his findings generally, 
on looking into available insurance fol- 
lowing his personal disaster, Mr. Leibert 
writes: “Many health insurance policies 
in the past have listed ‘exclusions’ and 
‘waiting periods’ and pre-existing condi- 
tions. These restrictions are becoming 
fewer as more and more people are pro- 
tected and insurance companies gain ex- 
perience. One of the keys to low-cost 
insurance is spreading the risk as greater 
and greater numbers of people are cov- 
ered.” 

He concludes by saying that the his- 
tory of life, fire and automobile insur- 
ance indicates a future of “more com- 
plete health protection for many millions 
at lower premium rates.” 
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FAREWELL TO LUKE FARRELL 


A. & H. Veteran in Hartford Accident 
Feted by Company, Friends; Nearly 
50 Years in A. & H. 


Luke M. Farrell, who has given over 
37 years’ service to the Hartford Acci- 
dent & Indemnity’s New York branch 
office as co-manager of its A. & H. de- 
partment, was the recipient of a company 
dinner and a luncheon recently on the 
eve of an extended vacation following 
which he will be retired. One of the 
deans of the A. & H. business along 
William Street, Mr. Farrell’s career in 
this line extends to nearly. 50 years. 

Wilson C. Jainsen, president of the 
company, and Neil J. Brown, assistant 
secretary, represented the home office at 
the luncheon in Mr. Farrell’s honor. 
Both spoke appreciatively of his long 
and faithful service to the company. Ben 
F. Gates, New York manager, on behalf 
of about 25 department heads attending, 
presented Mr. Farrell with a transistor 
radio. 

The dinner affair was attended by 
about 50 of his long-time associates. 
They joined together in presenting Mr. 
Farrell with a portable television set. 
In addition he received flowers and many 
messages of good will. 

Walton Kurz, who has served with 
Mr. Farrell as co-manager of the A. 
& H. department in the New York office, 
now takes full charge. 





Heroic Pilot Honored With 
Mutual of Omaha Award 


Major Samuel Tyson, 3rd, who hero- 
ically succeeded in flying a crippled 
military transport plane more than 1,000 
miles across the Pacific Ocean to a safe 
landing in Hawaii, has been awarded 
the Mutual of Omaha special Public 
Service Award and a check for $500, 

The joint announcement was made by 
Mutual of Omaha President V. f. 
Skutt and Dr. Charles W. Mayo, mem- 
ber of the Mutual board of directors 
and chairman of the company’s Special 
Awards Committee. 

Major Tyson’s plane, a C-97 transport 
en route from Travis Air Force Base in 
California to Hickam Field, Hawaii, with 
67 persons aboard, lost two of its four 
engines just past the midway point of 
the 2,250-mile trip. Flying at half nor- 
mal speed less than 100 feet above the 
ocean, Major Tyson jettisoned all bag- 
gage and managed to keep the crippled 
craft in the air for six hours before 
making a successful emergency landing 
at Hilo, Hawaii. 

President Skutt stated that a formal 
presentation of the award and check will 
be made in Omaha, Neb. 


Frost Explains Setup With 
New Ontario Health Scheme 


Premier Leslie Frost of the Ontario 
Government has revealed that hospital 
and medical insurance companies will 
continue to operate in Ontario when the 
Ontario hospital plan comes into effect 
Jan. 1, 1959, with the rate structures and 
benefits of the Ontario hospital plan 
scheduled to be set by Sept. 15 this year. 

In addition, the Ontario Government 
has disclosed that it has acquired a site 
to construct an administration building 
at Yonge and Eglinton Streets in Tor- 
onto, obtaining the tabulating equipment 
from the Blue Cross organization. 

The Premier termed the rates, to be 
made known after the actuaries complete 
their task shortly, will be “very attrac- 
tive.” 

The Blue Cross organization has been 
co-operating with the Ontario Govern- 
ment in getting the government-spon 
sored scheme working, offering person- 
nel, facilities, equipment, etc., with no 
conflict existing in the arrangements. 

The Ontario Government has _ hired 
Blue Cross Director David Ogilvie to run 
its hospital insurance scheme and he will 
be known as Secretary of the Ontario 
Hospital Services Commission. 
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HIAA Helps in Oklahoma 


Malpractice Investigation 


The Health Insurance Association of 
America, July 29 commenced investiga- 
tion of alleged ‘ ‘health insurance bilking 
of Oklahoma old age pensioners.” T. J. 
Frazier, HIAA attorney, Lincoln, Neb., 
conferred with Oklahoma Insurance 
Commissioner J. B. Hunt in his inquiry 
into the practice. Mr. Frazier stated 
that he knew of no association company 
involved, but the organization wanted 
“to stamp out any activity by anyone 
who misrepresents the facts” in the sale 
of A.&H. Mr. Frazier expressed the 
desire of HIAA to help. 

At the same time, Mr. Hunt revealed 
results of his investigation of the sale of 
a hospitalization policy to Mary Waits, 
74, old age pensioner. He said Mrs. 
Waits told him she understood the policy 
would pay her hospitalization for any 
malady. Yet, Mr. Hunt said welfare rec- 
ords showed at the time she was sold the 
policy she had had two light strokes, 
had a heart condition, a throat ailment 
impairing her speech, nervous ague and 
a foot infection. 

“If she had had to go to the hospital 
for any of these ailments she could not 
have collected on the policy because it 
did not cover these pre-existing condi- 
tions,” he said. “People know they 
cannot buy insurance on a fire they’ve 
already had or a car wreck they’ve al- 
ready had, but many of them do not 
know they cannot buy insurance ona 
disease they already have.’ 

Mr. Hunt said at his request the Uni- 
versity Life Insurance Co., Norman, 
Okla., refunded the $11.55 premium Mrs. 
Waits had paid on ‘the policy. He said 
Mrs. Waits told him the agent who sold 
her the policy filled out the application 
and wrote “none” in the space for list- 
ing of pre-existing physical maladies. 
Tom Collins, Assistant Commissioner, 
said records of the state insurance board 
do not show the agent was even licensed 
to sell insurance for University. 

Complaints from elderly persons are 
growing daily, Mr. Hunt said. Also in- 
creasing is notification by insurance 
companies that they have refused to pay 
claims for pre-existing maladies. 

“We are sending out formal com- 
plaint blanks to all persons who write 
us about such cases. From now on, the 
Insurance Board will hold a hearing on 
every complaint alleging misrepresenta- 
tion in what the policy covers.” 

Mr. Hunt said the HIAA represented 
by Mr. Frazier is made up of over 200 in- 
surance companies, 134 of which are 
writing accident, health and _hospitali- 
zation insurance in Oklahoma at this 
time. He said the fault lies with agents 
who do not properly interview the per- 
sons who are applying for insurance. 


Crew Selling of A. & H. 
Target in Townsend Probe 


A second Indiana state official has 
blasted door-to-door “crew” selling of 
hospitalization insurance, labelling it “a 
prime source of misunderstanding and 
complaints.” State Sen. J. Russell Town- 
send, chairman of the special legislative 
committee investigating the A. & S. 
business in the state, backed up Indiana 
Commissioner Alden C. Palmer’s recent 
public warning that “While legal, the 
‘crew’ method of selling is a far cry from 
insurance coverage to individual needs.” 

Sen. Townsend charged that “crew” 
solicitation often leaves the buyer with 
coverage he doesn’t understand and de- 
clared that his committee would “very 
definitely” look into the practice. An- 
other source of trouble with crew selling, 
according to the senator, is frequent 
failure of crew salesmen or managers to 
establish contacts with local hospitals in 
communities “blanketed” by their solici- 
tation. “As a result, when members of 
the community apply for ‘hospital admis- 
sion under the policies, the hospitals are 
wholly unacquainted with the amount 
and type of coverage available. This 
activity,” Townsend declared, “is very 
definitely within the scope of our investi- 
gations, one category of which is sales 
practices in the business.” 





NEW INDEMNITY LIMIT PROGRAM 





For Long Term Coverages Issued by 
Massachusetts Indemnity & Life; 
Six Features 


A new indemnity limit program for 
long term coverages is announced by 
Massachusetts Indemnity & Life. A $400 
monthly income coverage applies to all 
loss-of-time policy forms for standard 
male risks. This was formerly $300. 

The new $500 monthly (optional) hos- 
pital coverage (formerly $450) is for 
standard male risks. Life indemnity 
accident coverage is available up to $400 
monthly income for classes A, B and C. 

Massachusetts Indemnity pointing to 
“superior features” in the policies enu- 
merates the following: 1. Non-Cancellable 
and guaranteed renewable to age 65 by 
payment of premiums when due, 2. Pre- 
mium guaranteed for life of contract. 

3. Incontestable after two years as to 
accuracy of representations in applica- 
tion and as to physical conditions at the 
time of issuance. 4. Waiver of premium 
after 90 days of total disability and_dur- 
ing indemnity - paying period. 5. Grace 
period - — days for payment of pre- 
miums. 6. House confinement never re- 
quired. 


PREMIUM VOLUME UP 24% 





Combined Group Totals $10,177,928 for 
First Half of 1957; Gives Individual 
Company Figures 
The four insurance companies headed 
by W. Clement Stone of Chicago have 
reported increases of 19 to 30% in pre- 
mium volumes for the six months ended 
June 30, as compared with the first six 

months of 1956. 

For the Combined Group Mr. Stone 
said the premium volume totaled $10,- 
177,928 in the first six months of this 
year. This represented an increase of 
24% over a premium volume of $8,176,199 
in the comparable 1956 period. 

The individual reports of the four com- 
panies for the first six months were: 
The Combined of America had a pre- 
mium volume increase of 24%. The vol- 
ume amounted to $7,660,507, against 
$6,170,101 in the comparable 1956 period. 

There was an increase of 30% in the 
premium volume of the Hearthstone 
of Massachusetts. This was $1,311,850 
compared with $1,006,958. 

The premium volume of the Combined 
American, Dallas, increased 19% to $881,- 
445 from $742,699 in the 1956 period. 

2 First National Casualty of Fond 
du Lac, Wisc., reported an increase of 
26% in premium volume amounting to 
$324,126, compared with $256,441 


NEW MAJOR MEDICAL PLAN 





Issued by Argonaut; One Deductible 
Where Two or More Family Members 
Are Injured in One Accident 
Argonaut has added a Group major 
medical program to its list of coverages. 
This major medical coverage for em- 
ployes and their dependents is now 
offered by the company under three 
plans: Comprehensive, Corridor-Type, 

and Integrated. 

The first, which is not superimposed 
on a base plan, starts with a $50 de- 
ductible or $100 deductible option. The 
second one agrees to make payments 
after base plan benefits and a specified 
deductible has been exhausted. The 
integrated plan provides for use of the 
base plan benefits to satisfy the de- 
ductible. 

Maximum amounts are $5,000 or 
$10,000. Under the $5,000 limit, the com- 
pany will pay 80% of the expenses until 
$2,500 has been paid, then 100% of the 
expenses until the maximum is paid. 
Under the $10,000 limit, the company will 
pay 80% of the expenses up to $5,000, 
then 100% of the remaining expenses 
until the maximum is paid. 

A common accident provision provides 
that only one deductible will apply 
where two or more insured members of 
a family are injured in a common acci- 
dent. No more than two deductibles will 
be charged against an individual em- 
ploye or dependent in any one calendar 
year. 


Ky. All Industry Ins. Day 
Is Set for October 18 


Insurance Commissioner C. P. Thur- 
man of Kentucky in announcing an All 
Industry Insurance Day for October 18 
has called on all segments of the insur- 
ance industry of the state to unite in a 
spirit of cohesion and cooperation to 
further the principle of state regulation 
as opposed to Federal bureaucratic con- 
trol. 

General chairman of the all industry 
committee, designated by Mr. Thurman, 
will be Thomas I. Ball, a general insur- 
ance man in Louisville, who is a mem- 


ber of the Governor’s committee on the ° 


National Safety Council. General secre- 
tary of the committee is Benjamin Hor- 
ton, CPCU, president of his own adjust- 
ing company in Louisville, who is secre- 
tary-treasurer of the Kentucky CPOU 
chapter. 

Other committee members appointed 
by Commissioner Thurman include J. R. 
Montgomery of Simms & Montgomery, 
Springfield, Ky., who is president of 
Kentucky Association of Insurance 
Agents; S. H. Goebel, former Insurance 
Commissioner and now president of Car- 
dinal Life Insurance Co., Louisville; 
Wendell Howard, general manager, Ken- 
tucky Farm Bureau Mutual Insurance 
Co.; Edward Fish, vice president, Lincoln 
Income Life; M. O. Diggs, state man- 
ager, United States F. & G., Louisville, 
and George Burks, head of Hummel, 
Meyer & Burks Agency and past presi- 
dent of Louisville Board of Insurance 
Agents. 

Commissioner Thurman calls attention 
to the persistent and repeated efforts 
made by the Federal Trade Commission 
to establish Federal bureaucratic con- 
trol as respects A. & H. phases of the 
insurance industry. He specifically indi- 
cated that Public Law 15 prohibits Fed- 
eral agencies from invading areas where 
there is adequate state regulation. The 
Commissioner also warned that failure 
to establish proper and adequate regu- 
lation of all phases of the industry is 
an open invitation for Federal agencies 
to step into the picture. 


Continental Looks Ahead 
Of Diamond Jubilee Year 


In connection with Continental Cas- 
ualty’s diamond jubilee convention in 
Mexico City Sept 4-9, a select group of 
general agents who have done an out- 
standing production job during the spe- 
cial promotion held in the company’s 
60th year will have a short conference 
with a home office marketing committee 
to discuss sales objectives and to ex- 
change ideas for improvement in all 
phases of marketing production and de- 
sign. 

The exchange of ideas will be carried 
on for the second half of the jubilee year 
by correspondence through a secretary 
to be appointed at the convention meet- 
ing. Continental Casualty hopes that in 
this way new campaigns and sales plans 
for future use can be tested. 


Eight Sales Managers 
Appointed by Combined 


The Combined of America, announces 
the appointment of eight sales managers. 
Moves are as follows: 

Darrell Kingsley, of Columbia, S.C., 
to western section of South Carolina; 
Larry Dennis, of Lansing, Mich., to a 
sales managership in Michigan; Joseph 
Daniels, of Portland, Ore., to southern 
Oregon: Dean Jones, of Cedar Rapids, 
Iowa, to east central Iowa; Kenneth 
Clatterbuck, of Canton, O., to the south 
eastern section of Ohio; Jerry Adams, 
formerly of Anderson, Ind., to south 
western section of Ohio; Bill Walke, of 
Boise, to sales manager of western Idaho, 
and Earl A. Forte, of Affton, Missouri, 
to southern Missouri. 


NELIA Issues $20 Million 
Liab. Cover on GE Reactor 


The Atomic Energy Commission has 
been notified by General Electric that 
it has purchased $20,000,000 in liability 
insurance for the power reactor being 
built at Vallecitos, Calif. This is a 5,000 
kilowatt reactor. 

Col. N. P. Jackson, Washington di- 
rector for atomic products, told AEC 
that the Nuclear Energy Liability Asso- 
ciation has covered the Vallecitos proj- 
ect to $20 million. 

The liability binder, subject to ap- 
proval by the AEC on whether it is 
sufficient, is the first for a reactor 
financed completely by a private firm. 

The facility is a boiling water reactor 
which GE expects eventually to produce 
20,000 kilowatts of heat and 5,000 kilo- 
watts of electricity. Its primary  pur- 
pose is to furnish technical data for the 
full-scale boiling water plant which GE 
is building for Commonwealth Edison 
Co. near Chicago. 

AEC’s intention to issue the first 
developmental power reactor license for 
operation of the Vallecitos reactor was 
announced recently. The license will be 
issued unless an objection is raised this 
month. 


LARGE PERSONAL INJURY SUITS 


Pedestrian Claims $250,000 For Accident 
On U. S. Highway 45; $147,000 for 
Slip in Railroad Station 


Two unusually large suits for personal 
injury have been filed recently in courts 
in Illinois and Missouri. Eleanor Se- 
gobiano, 35, of East St. Louis, Ill., has 
filed suit for $250,000 personal injuries 
against Ronald C. Alderson, a Univer- 
sity of Illinois auditor, and the Grey- 
hound Bus Company. The basis for the 
suit, in Coles County Court, is an acci- 
dent that occurred February 17, 1956. 
Miss Segobiano alleged that while cross- 
ing U. S. Highway 45 a Greyhound Bus 
forced her to step backward from the 
northbound lane into the path of a south- 
bound auto driven by Mr. Alderson. It 
is contended that the latter could have 
avoided striking ther if he “had his car 
under proper control.” 

In the St. Louis (Mo.) Circuit Court 
a suit for $147,000 has been filed against 
the Terminal Railroad Association of St. 
Louis by William H. McCullough, 47, 
East St. Louis, Ill. He claims permanent 
disability the result of an accident De- 
cember 2, 1954 which occurred in the Eads 
Bridge Station of the railroad. While 
descending a stairway a slippery sub- 
stance caused him to slip through an 
open window. He claims to have been 
hospitalized for 10 months following the 
accident. 





Peerless Insurance Names 


R. C. Scott, H. Wm. MacWha 


Robert C. Scott of Manlius, N. Y., has 
been appointed field representative in 
the Syracuse branch office of Peerless 
Insurance Co. and H. William MacWha 
of Keene, N.H., has joined the com- 
pany’s Montpelier branch office in the 
same capacity. 

Mr. Scott was associated with the Bos- 
ton Insurance Co. of Syracuse before 
joining Peerless. He is a veteran and 
spent four years in the U. S. Air Force. 
A graduate of Syracuse University, he 
is a member of the Field Club, Casualty 
& Surety Club and Lions. In his new 
position he will handle casualty lines in 
the Syracuse office. 

H. William MacWha joined Peerless 
in the fire department of the Keene 
home office in 1951. He attended Boston 
University and recently has been in 
training at the home office, 
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ASSETS 
Cash $ 5,518,043.87 
Mortgage Loans on Real Estate 919,345.67 
*Bonds and Stocks. 175,209,752.30 
Interest due and accrued__ 436,618.85 

Agents and Departmental 
Balances 3,946,903.97 
Real Estate _.._.__--__-_+-_+_-—=— 2,958,000.00 

Equity in Marine and Foreign 

iI} Insurance Pools 10,942,414.98 
| All other Assets____________ 2,065,416.71 
« Total admitted Assets_ $201,996,496.35 


NATIONAL-BEN FRANKLIN INSURANCE 
| COMPANY OF PITTSBURGH, PA. 


Hy DECEMBER 31, 1956 














HH ASSETS LIABILITIES 
||} Cash $ 862,064.60 Reserve for Losses $ 3,776,967.77 
*Bonds and Stocks. 15,343,603.47 Reserve for Loss Expenses 384,600.00 
Interest due and accrued 58,424.58 Reserve for Unearned Premiums 5,521,842.39 
Agents and Departmental Reserve for Taxes and Expenses 196,365.00 
Balances 1,625,547.09 All other Liabilities 103,005.98 
| Real Estate ______________ 62,000.00 Capital __ ——————————S—Ss«, 000,000.00 
All other Assets____>_ >> 126,651.86 Net Surplus — 6,095,510.46 
Total admitted Assets_ $18,078,291.60 Total —__$18,078,291.60 


Ht 
I SURPLUS TO POLICYHOLDERS $8,095,510.46 
H 
Securities carried at $2,086,802.60 in the above stat t are deposit 





d as required by law. 


| THE METROPOLITAN CASUALTY INSURANCE 
| COMPANY OF NEW YORK 


DECEMBER 31, 1956 





























| ASSETS LIABILITIES 
\i| Cash $ 1,530,271.76 Reserve for Losses. ______$ 11,330,903.31 
Mortgage Loans on Real Estate 9,000.00 Reserve for Loss Expenses_____ 1,153,800.00 
*Bonds and Stocks__ ci ene SQFT Gout Reserve for Unearned Premiums 16,565,527.17 
Interest due and accrued____ 145,923.17 Reserve for Taxes and Expenses 615,695.00 
ans ail Dapieeninad All other Liabilities 231,148.39 
Balances —~ Jae oe.tl Capital 3,000,000.00 
| Equity in Marine and Foreign Net Surplus —_.__ _113,730,258.38 
i Insurance Pools. 202,834.42 
| All other Assets. 214,037.08 
| Total admitted Assets_$44,627,332.25 Total $44,627,332.25 


SURPLUS TO POLICYHOLDERS $14,730,258.38 
Securities carried at $4,346,473.47 in the above statement are deposited as required by law. 








ASSETS 
Cash $ 42,794.64 
Bonds and Stocks. ___ 404,158.65 
Interest Due and Accrued ie 2,945.21 
Agents and Departmental Balances 11,541.53 
All other Assets ue v9,000.60 
Total admitted Assets $480,740.03 





HOME 


120 So. LaSalle St., Chicago 3, Illinois 


Southwestern Department 
912 Commerce St., Dallas 22, Texas 





| 
| 
| 
Western Department 





I 
| ‘ SURPLUS TO POLICYHOLDERS $94,988,281.30 
| Securities carried at $4,090,259.60 in the above stat. 





NEW JERSEY 


LIABILITIES 


Reserve for Losses__._ _ $ 37,769,677.75 





Reserve for Loss Expenses___ 3,846,000.00 
Reserve for Unearned Premiums 55,576,597.70 
Reserve for Taxes and Expenses 1,954,250.00 
Funds held under Reinsurance 
Treaties 7,537 594.98 
All other Liabilities 324,094.62 
Capital 15,000,000.00 
Net Surplus 79,988,281.30 
Total _______$201,996,496.35 





are deposited as required by law. 


LOYALTY GROUP 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, 


DECEMBER 31, 1956 


MILWAUKEE INSURANCE COMPANY 
OF MILWAUKEE, WIS. 


DECEMBER 31, 1956 








ASSETS 

Code a puaiikcsaasl 898,584.08 
Mortgage Loans on Real Estate 314,698.21 
“Bonds and Stocks___ 44,759,683.28 
Interest due and accrued___ 158,274.88 
Agents and Departmental 

Balances : 2,863,446.61 
All other Assets. elses takin 316,395.11 





Total admitted Assets_ $49,311,082.17 


LIABILITIES 


Reserve for Losses____ 


$11,330,903.31 





Reserve for Loss Expenses___ 1,153,800.00 
Reserve for Unearned Premiums 16,565,527.17 
Reserve for Taxes and Expenses 516,595.00 
All other Liabilities Paice 151,809.57 
Capital oe Te ee 3,000,000.00 
Net Surplus _. - —s—- 16 ,592,447.12 
Total $49,311,082.17 


SURPLUS TO POLICYHOLDERS $19,592,447.12 


Securities carried at $2,958,841.60 in the above statement are deposited as required by law. 


COMMERCIAL INSURANCE COMPANY 
OF NEWARK, N. J. 


DECEMBER 31, 1956 











ASSETS 
Cash _ a eee 934,735.84 
Mortgage Loans on Real Estate 414,862.64 
*Bonds and Stocks___________. 40 300,943.62 
Interest due and accrued ___ 156,166.83 
Agents and Departmental 
Balances — ae Be 4,249,919.58 
Equity in Marine and Foreign 
Insurance Pools — 217,110.96 
Alt: other: Assis 2 130,673.39 


Total admitted Assets_ $46,404,412.86 


LIABILITIES 
Reserve for Losses ee ee 
Reserve for Loss Expenses 1,153,800.00 
Reserve for Unearned Premiums 16,565,527.17 
Reserve for Taxes and Expenses 607,495.00 
All other Liabilities ____ 121,598.79 
Capitei __.. Ss - 3, 000,000.00 
Net Surplus _ 13,625,088.59 
Total $46,404,412.86 


SURPLUS TO POLICYHOLDERS $16,625,088.59 


Securities carried at $1,696,848.40 in the above statement are deposited as required by law. 


OF CANADA 


DECEMBER 31, 1956 


ROYAL GENERAL INSURANCE COMPANY 








LIABILITIES 
Reserve for Taxes and Expenses_ $ 2,780.94 
Capital 100,000.00 
Net Surplus 377,959.09 
Total $480,740.03 





SURPLUS TO POLICYHOLDERS $477,959.09 


Securities carried at $55,636.41 in the above statement are deposited as required by law. 


*Valuations on basis prescribed by National Association of Insurance Commissioners 


OFFICE 
10 PARK PLACE, NEWARK 1, NEW JERSEY 


Foreign Department 
102 Maiden Lane, New York 5, New York 
206 Sansome St., San Francisco 4, Calif. 





Pacific Department 


220 Bush St., San Francisco 6, Calif. 


Canadian Departments 
800 Bay St., Toronto 2, Ontario 


535 Homer St., Vancouver 3, B. C. 
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Tucked away in a Philadelphia suburb is a col- 
lege without a classroom or campus. Yet this unique 
educational institution has had a profound profes- 
sional influence on the life insurance industry. 

It is the American College of Life Underwriters, 
founded in 1927 to establish a professional stand- 
ard of education in life underwriting. In pursuing 
its noble aims the college finds itself active in many 
areas: encouraging and fostering the training of 
college students for a life insurance career . . . coop- 
erating with colleges and universities in general 
life insurance education for laymen . . . promoting 


A: 


Ss 


research and preparing text books and other essen- 
tial materials. 

But the college is perhaps best known as the or- 
ganization that grants the designation, “C.L.U.” 
Because of the high standards it set — and insists 
on maintaining — the Chartered Life Underwriter 
is recognized as a life insurance advisor who has 
attained true professional stature. 

The Travelers is proud of its agents and staff 
men who are members of the Travelers C.L.U. 
chapter. 


We salute The American College of 
Life Underwriters on its 30th Anniversary. 


ONE OF THE LEADING LIFE INSURANCE COMPANIES 


AMILY IND 
en nig 


"L, 
UGH THE TRAY 


HARTFORD 


x 
ts 4 a RAVE LE RS 
w z 
2 re) 
a l Q m 
yY ® 
% my Le 


156, CONNECTICUT 


ee, 
Ee Boe cece Boeees BS ovese Geeees@® Py a 


*e, 
eee weee 


si 


ee 
° 























% 





« 4 
‘ 
- j 
y . 
2 an 
%, 
3 , 
‘ oa 
. 
i / 
« 
é 7 / 
Ve 
4 
Pa 
« 
s 
2 
- 
4 o : 
* ‘ - 
f « si 
‘ , 
e : ‘ 
y* 
4 
& 
ene 
4 4 / 
6 
/ : / 
; a 
y 
4 ai 
s & <3 
: ¥ 
4 
4 
oo 
- € 
Pa 
P rg 
c . 
r 
_ 
7 7. _ 
Z 
. 
& 
e-4 
F J 2 
- on 
as 
Pete ‘ . 
jz . 
‘ * p 
~ 
‘ 
+ ‘ 
¢. 
¢ 7 
‘ 
, 
4 
* / 
d 
~ 
t 
. 
y 
4 7 
~“ P 
r 
~ a : 
, “ 
- 
/ 


